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A life insurance company 

is primarily a service organ- 

ization. Its value to the in- 

suring public lies chiefly in 

the quality of the service it helps its 
Field Underwriters give to policyholders 
and prospects. 

But the service they car give can be 
no better than the service they get from 
the Home Office. Therefore, at Mutual 
Life we are always striving to eliminate red- 
tape and expedite paperwork for our Field 
Underwriters. 

In a business such as ours, with over a million 
policyholders to serve, paperwork is necessary. 
Yet. in the past five years, we have managed to 
eliminate more than 25‘. of our forms—and we 


are trying to further simplify those that remain. 


MUTUAL LIFE 
FIELD UNDERWRITER 


The once wordy application form, for 
example, has been revised to include 
only essential information and to speed 
up underwriting in the Home Office. 
The text of all our life insurance policies 
has been condensed and simplified so a 
policvholder can understand what he 

has bought. 
One of our happiest accomplishments 
has been the elimination of notarized 
affidavits, previously required for almost every 
change a policyholder wished to make in his 
life insurance. By continually trying to stream- 
line our printed forms and office operations, we 
hope to enable our Field Underwriters to give 
constantly improving service to the public. 
Life insurance service like charity, begins at 


home... in the Home Office. 
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Meet America’s 
No. 1 Family Man! 


_ FATHERS Whose proud families 

rate them ‘‘tops’’ must take off their 
hats to the life insurance agent as America’s 
No. 1 family man! For it’s literally true 
that he brings financial security to millions 
of homes all over the country. 


@ LINCOLN NATIONAL representatives in par- 
ticular have been trained in traditions of 
thoughtful, human service to the family. 
They are well qualified to help you make 
sure that your plans to protect your loved 
ones will be fulfilled. 


@ LINCOLN NATIONAL Is PROUD of the feeling 
of partnership which marks the relations 
between its representatives and policy- 
holders. You’ll find that the Lincoln 
National man in your community is an 
experienced, able life insurance counselor. 


You can rely on him for sound advice. 


or 
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LINCOLN NATIONAL 
INSURANCE COMPANY 


FORT WAYNE 1, INDIANA 


THE 
LIFE 





I1s Name Indicates Its Character 


This LNL ad appears in SATURDAY EVENING POST May 6 
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Dineen Urges Mass 
Health Insurance 
Trial af Local Level 


Says Companies Should 
Demonstrate Private Plans 
Can Do the Job 


A proposal that insurance companies 
conduct Community health experiments 
on a mass basis for medical, surgical 
and hospital coverages to demonstrate 
that private enterprise can provide in- 
surance efficiently and economically was 
made by Robert E. Dineen, New York 
insurance superintendent, in his address 
last week at Pennsylvania Insurance 
Days at Pittsburgh. 

Mr. Dineen said that in the New 
York department it is believed that pri- 
vate enterprise can and should provide 
health insurance on a mass scale. It 
should be given a fair opportunity to 
prove that it can do the job. He sug- 
gested that on a private enterprise basis, 
insurance might take a leaf from the 
European book as far as experimenta- 
tion on a small scale goes. He pointed 
out that experimentation is not new to 
insurance, which rose to the occasion 
and provided new forms of social insur- 
ance coverages such as workmen’s com- 
pensation, and in the past has even ex- 
perimented on a community basis. 
Metropolitan Life from 1916 to 1923 
put on a public health demonstration 
in Framingham, Mass., to educate a 
community in the prevention, detection 
and treatment of tuberculosis. The same 
company at Thefford Mines, Quebec, for 
three years experimented in helping re- 
duce infant mortality. 


Opportunity Would Be Welcomed 


There must be communities, Mr. 
Dineen observed, which would welcome 
an opportunity to act as guinea pigs in 
providing mass coverages. The possi- 
bility of epidemic or catastrophe inher- 
ent in such a concentrated area could 
be guarded against by spreading the 
tisks or by reinsurance. The legal prob- 
lems involved can also be solved, he 
averred. 

Before thinking of insuring a nation 

the size of the United States, attempts 
should be made on a local basis, Mr. 
Dineen declared. Such a_ technique 
would permit the use of different plans 
by different companies and would ac- 
celerate the discovery and _ perfection 
of applicable insurance principles. The 
undertaking is not the responsibility of 
any one company; it is an industry 
problem. 
_The business already has had con- 
siderable experience in this respect in 
Issuing group policies to large employ- 
ers, but the task of insuring entire com- 
munities is a different one and opens 
up entirely new avenues of thinking, he 
noted. 

In urging these trial runs, Mr. Dineen 
said he hesitates to advocate full med- 
ical indemnity. Experience in European 
countries shows that such full coverage 
is invariably abused and some deterrent 
ls required. Whether it should take the 
form of a part payment or deductible 
feature is a detail, but an important one, 
which could be worked out. Without 
such deterrent there is reason to believe 

(CONTINUED ON PAGE 20) 
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NALU Program Advanced to Give Morning 
Spot to Sales Seminar, Managers’ Session 





NEW YORK—The National Assn. of 
Life Underwriters time-table for its 
annual convention to be held at Hotel 
Statler, Washington, D. C., the week of 
Sept. 25 shows some basic changes as 
compared with the pattern followed the 
last couple of years. 

The exceptionally heavy Thursday 
program that resulted from having the 
opening general session that morning, 
with such major gatherings as the na- 
tional sales seminar and the managers 
meeting that afternoon, has been spread 
out. These Thursdav afternoon meet- 
ings have been shifted to Thursday 
morning and the first general conven- 
tion session will be Wednesday morn- 
ing, as it was prior to the last two 
years, when there were three general 
sessions. 


Council Meeting Tuesday 


This change puts the national coun- 
cil meeting ahead to Tuesday. Commit- 
tee meetings, which in recent years 
have been running all day Tuesday, will 
be on Monday. The initial trustees 
meeting which formerly took place 
Monday morning will not be until 4 
p.m. Monday, after the committees have 
presumably finished their deliberations 
and are ready to give their reports in 
final form. Under the previous system 
the committees reported to the trustees 
before the committee meetings. It was 
brought out at the recent Oklahoma 
City midyear meeting committee re- 
ports were very likely getting consid- 
ered more times than there was really 
any need for. 

One reason for spreading out the 
events a little at this year’s meeting 1s 
to leave more time for sight-seeing in 
Washington by leaving Wednesday and 
Thursday afternoons free. Actually, 
there will be as much time for meetings 
as there was last year. 

The schedule follows: 

Monday, Sept. 25 

N.A.L.U. committee meetings (through- 
out day). 

Luncheons: American Society of C.L.U. 


directors; N.A.L.U. luncheon for state 
and local association executive secre- 
taries. , 

Afternoon: (4 p.m.) N.A.L.U. trustees’ 
meeting. 

Evening: American College trustees’ 
dinner. 


Tuesday, Sept. 26 

All day meeting of national council. 

Luncheons: Women’s Quarter Million 
Dollar Round Table, followed by busi- 
ness meeting; state officers’ luncheon. 

Evening: American Society of C.L.U. 
directors’ dinner; Women’s Quarter Mil- 
lion Dollar Round Table reception and 
banquet. 

Wednesday, Sept. 27 

Morning: Opening general convention 

session. 


Noon: Fellowship luncheon. 

Evening: American College and Ameri- 
can Society of C.L.U. dinner and confer- 
ment exercises. 

Thursday, Sept. 28 

Morning: National sales seminar; gen- 
eral agents’ and managers’ meeting; ex- 
ecutive secretaries’ session (all day). 

Luncheons: General agents and man- 
agers; women agents. 

Afternoon: American Society of C.L.U. 
seminar on chapter activities; Women’s 
Quarter Million Dollar Round Table dis- 
cussion, open to all women agents. 

Evening: Company dinner meetings, 
followed by president’s reception and 
ball at 10 p.m. 

Friday, Sept. 29 

Morning: General convention session. 

Afternoon: Meeting of national coun- 
ceil. 

Saturday, Sept. 30 


Morning: N.A.L.U. board of trustees. 


Cheek to Hold Another 
Credit Insurance Hearing 


RALEIGH, N. C.—So many ques- 
tions have been raised by companies 
affected that Commissioner Cheek has 
decided to hold another public hearing 
before a proposed regulations concerning 
credit insurance are made effective. He 
has set the hearing for June 29. 

Mr. Cheek had intended to make the 
regulations effective May 8 if no objec- 
tions were raised. Actuallv, he said, 
there have been no. major objections, 
but “six or eight companies,” including 
both insurance and finance companies, 
raised questions concerning the word- 
ing of some of the proposals. Some of 
the companies informed him, he , said 
that the proposals as now written would 
hamper their operations. 


Pa. Recodification 
Move Gets Under Way 


Commissioner Leslie of Pennsylvania 
has set up a meeting for Harrisburg 
May 25 to lay the groundwork for or- 
ganizing an all-industry committee to 
assist in the program to recodify the 
insurance laws. The legislature in 1949 
directed the joint state government com- 
mission to recommend revision of the 
insurance laws. 








Organize Estate Council 


Estate Planning Council of Chatta- 
nooga has been organized with Edwin 
O. Martin, manager of the home office 
agency Provident Life & Accident, as 
the first president. James B. Irvine Jr., 
National Life of Vermont, and J. Beryl 
Kemp, John Hancock, are directors. 











New Officers of Southern Round Table 





Key figures at the Southern Round Table of the Life Insurance Advertisers Assn. at 


Houston: Left to right, W. R. Goode, Provident Life & Accident, new vice-chairman; 
John L. Briggs, Southland Life, new chairman; William Sexton, Great Southern Life, 
arrangements chairman; Joseph M. Locke, Gulf Life, new secretary; Al B. Richardson, 


Life of Georgia, retiring chairman. 


Several Companies 
Lower Group Life 
Rates Substantially 


Non-New York 
Insurers Breach 
“T” Rate Solidarity 


Several life companies are now offer- 
ing group life rates considerably below 
the universally standard “T” rates, lead- 
ing a movement which promises wide- 
spread downward revision of premiums. 
The companies which have made the 
breach in uniformity are not admitted in 
New York state. This is not coincidence, 
for in New York state alone does the 
insurance superintendent set the group 
life rates. A 1926 law in effect in 
New York gives the insurance depart- 
ment the right to determine and to set 
the minimum group rates. Companies 
not entered in New York may use what- 
ever rate they wish and for the first 
time in recent years they are taking ad- 
vantage of this flexibility. 

The situation places the New York 
companies at a disadvantage in initial 
quoting in competition. Already they 
have felt the sting and it is said that 
several of the companies have been con- 
ferring with Superintendent Dineen to 
see what they can do about lowering the 
statutory floor under rates in that state. 
The extra-territorial features of the New 
York law prevent a life company en- 
tered there from quoting lower rates 
in any state than in New York state. 

In recent weeks at least two life in- 
surance companies have published rates 
on a “T” minus 2 schedule. Another 
company has adopted an “S” schedule, a 
sliding reduction formula which pro- 
duces rates somewhere between the “T” 
rate and the “T” minus 2 schedule. 

The break in the group life rates front 
has been the result of both heightened 
competition and of general improvement 
in group life mortality since the war. 
Many group men whose companies are 
not yet deviating from the “T” rate 


‘opine that rate decreases on group life 


are supportable. Of course, there is a 
danger of getting the group life rate too 
low and then of running into much poor- 
er experience of the sort that the war 
years brought the group life companies. 


Competition a Prime Factor 


A prime moving factor in the lowering 
of group life rates has been competi- 
tion. The “T” rate is the initial quote in 
group cases. In the intense pencil sharp- 
ening which has become a feature of 
group insurance bargaining, competition 
on group life insurance has reached an 
intensity never before experienced. The 
company which can quote a lower initial 
rate often has an advantage over its 
rivals, even though the rate quoted at 
the outset does not necessarily bear on 
what the final net cost will be. Many 
cases could be lost or won by the initial 
quotation and, though there is not 
thought to be too much danger of a rate 
war among life insurance companies, 
such a turn of events is at least pos- 
sible. 

Application of “T” minus 1 or “T” 
minus 2 to the “T” rate is a simple 
across-the-board matter. “T” minus 1 
means a reduction of a flat 9c per month 

(CONTINUED ON PAGE 20) 
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METROPOLITAN LOSES 


NLRB Ducks Job 
of Checking Truth 
of Non-Red Oaths 


WASHINGTON—It’s not up to the 
national labor relations board to ques- 
tion the authenticity or truth of the 
non-Communist affidavits required of 
union leaders, according to NLRB Trial 
Examiner Piper, who has just recom- 
mended that the NLRB reject as irrele- 
vant Metropolitan Life’s contention 
that it didn’t have to bargain with 
United Office & Professional Workers 
of America because of evidence which 
the company felt proved UOPWA had 
failed to comply with the non-Com- 
munist requirements. 

In his intermediate report and recom- 
mended order, covering agents in the 
New York City and New Jersey areas, 
Piper admitted the seriousness of Metro- 
politan’s charge, but said he was bound 
by two recent NLRB cases in which the 
board said: “It is not the purpose of 
the statute to investigate the authen- 
ticity or truth of the affidavits which 
have been filed. Persons desiring to 
establish falsification or fraud have re- 
course to the Department of Justice for 
a prosecution under section 35(a) of the 
criminal code.” 


Solely “An Administrative Matter.” 


Anyway, said Piper, it is well estab- 
lished that compliance with the section 
dealing with non-Communist affidavits 
“is an administrative matter not sub- 
ject to attack by the parties.” 

Metropolitan had also contended that 
in view of the recent expulsion of 
UOPWA from the CIO and the charter- 
ing of organizing committees to build 
up locals of a new CIO unit there was 
serious doubt that the agents involved 
still wanted to be represented by 
UOPWA. But Piper said VOPWA had 
been certified as bargaining agent in an 
election last July and in such circum- 
stances the NLRB’s policy is that the 
certification would still hold. 





Lists Possible Exceptions 


The only possible exceptions would 
be where there was an actual split in a 
union, or a majority collectively left 
the union and joined another, or a union 
either abandoned its representative 
status or was voted out of existence by 
its members. Piper pointed out that 
none of these had occurred in this case 
and that the record revealed “only a 
slight percentage of defections.” 

Piper recommended that Metropolitan 
be ordered to bargain with UOPWA 
unless within 20 days of intermediate re- 
port’s date the company agrees to com- 


ply with Piper’s recommendations. The 


company has the right to appeal to the 
board itself. 

Metropolitan Life has been consist- 
ently opposed to dealing with the union 
and its present leadership. Objections 
to the examiner’s report will probably 
be filed with the board and this will 
result in a hearing, after which, if the 
company objects to a board order, the 
issue will go to court. 





Curran Heads N. Y. City 
Life Supervisors Assn. 


Robert I. Curran, Jr., Massachusetts 
Mutual, was elected president of New 
York City Life Supervisors Assn., suc- 
ceeding Peter J. LoTruglio, Aetna Life. 
A. Robert Jacobs and Frank McCaffrey, 
both of John Hancock, moved up to 
1st and 2nd vice-president, respectively. 
A. W. Eisen, National Life of Vermont, 
becomes secretary-treasurer. 

D. E. Hanson, superintendent of 
agencies Aetna Life, spoke on selection. 
Earle Y. Duncanson, Connecticut Gen- 
eral, reported on arrangements for the 
annual outing June 13. 





Phila. G.A. Reports on Round-the-World 
Air Trip as Junior C. of C.:Delegate 


PHILADELPHIA—Alvah B. Adam, 
general agent of Bankers National, was 
honored at a dinner here at which he 
reported to the Junior Chamber of Com- 
merce and representatives of prominent 
business concerns on his recent trip to 
Manila as delegate to the international 





Lounsbury 


R. R. 


Alvah B. 


Adam 


congress of junior chambers of com- 
merce. Mr. Adam is president of the 
Philadelphia Junior Chamber. 

President Ralph R. Lounsbury of 
Bankers National was host at the din- 
ner and expressed thanks to the group 
that sponsored Mr. Adam’s trip. 

After attending the international 
meeting, Mr. Adam continued his trip 
around the world. He made the 26,000 
mile journey in 12 different planes in 28 
days, including time for stops in many 
countries. He left Philadelphia by train 
and went to Newark to board a plane. 
His stops included San _ Francisco, 
Honolulu, Midway, Guam, Manila, 
Hong Kong, Bangkok, Calcutta, New 
Delhi, Basrah, Syria; Rome, Nice, Lon- 
don, Shannon, Ireland; Gander, New- 
foundland, and New York. 

The dinner speaker was Dr. Daniel A. 
Poling, editor of the Christian Herald. 


value. 
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AN UNRIVALED CLAIM 


We have previously pointed out in this space that life insur- 
ance, considered as an investment, compares most favorably 
with other investments in certain respects. There is another 
aspect to its investment value which admits of NO compari- 


son because life insurance alone possesses this characteristic. 


As collateral a life insurance policy is unparalleled in the 
investment field. At all times it has a guaranteed market value, 
a guaranteed purchaser, and (after a brief preliminary pe- 
riod) can be borrowed against—not for 75% of its value, nor 
85%, nor 90%—but for a full 100% of its current cash 


A completely truthful summation of the facts is that, under 
today’s conditions, we are selling better investments than we 
can buy—which is possible because of the perennial and pru- 


dent nature of the life company. 


Insurance in force April 1, 1950—$440,273,724 


CUMMUNWEALTH 


INSURANCE 


Dr. Poling, a family friend of Mr. 
Adam’s, was the father of one of the 
chaplains who went down with the 
U. S. S. Dorchester. One of Mr. Adam’s 
fund-raising activities with the Phila- 
delphia Junior Chamber was to help 
make a success of a drive for funds to 
build a chapel named after the four 
chaplains. 

After dinner Mr. Adam gave a run- 
ning commentary on color motion pic- 
ture film he took at the various places 
he visited. 


Graduate of Pennsylvania 


Mr. Adam is a graduate of the Uni- 
versity of Pennsylvania. After merchant 


marine and naval service he joined 
Home Life of New York as an agent 
at Philadelphia in 1945. He became 
general agent for Bankers National 


there in January. His production this 
year despite his trip is already more 
than $200,000. 

Home office officials present included 
William J. Sieger, vice-president and 
superintendent of agencies, and Richard 
J. O’Brien, assistant superintendent of 
agencies. 


Prudential to Train 375 
at H.O. for Canadian Jobs 


Prudential is hiring about 375 Cana- 
dians and will send them to the home 
office for training prior to the opening 
of its new Canadian head office at To- 
ronto this fall. 

Arrangements have been made with 
Drew University, Madison, N. J., and 
Upsala College, East Orange, N. J.. 
for the use of dormitory and dining hall 
facilities. The largest number of trainees 
will be girls who have recently gradu- 
ated from high school. 
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Scarborough Heads 
New England Mutu! 
Leaders Association 


At the three-day conference of New 
England Mutual Life’s Leaders Assn. 
at Hot Springs, Va., W. Franklin Scar. 
borough of the Moore & Haines agen. 
cy, Philadelphia, succeeded G. Nolan 
Bearden, Hays & Bradstreet, Los Ap. 
geles, as president. Henry C. Stock. 
man, Sr., of Newark was named vice. 
president; Kenneth V. Robinson, Hart. 
ford, secretary, and James K. M. Ney. 
ton, Richmond, treasurer. 

Paul A. Hazard, Jr., of Chicago and 
Selby L. Turner, New York, were 
elected to the executive committee 
Mr. Bearden remains a member of that 
committee. 

President George Willard Smith in a 
report on “Trends and Your Opporty. 
nity,” discussed business conditions as 
he found them on his recent swing 
around the nation via the southwest and 
Pacific Coast. Among those speak. 
ing on the general conference theme 
of modern life insurance problems were 
Vice-presidents George L. Hunt, John 
Hill, John Barker, Jr., and John L, 
Stearns. Directors O. Kelley Anderson 
and George Olmsted, Jr., were present 
from Boston. 


Panel on Business Insurance 


Participating in the first day’s panel 
discussion, ‘Unlocking the Doors of 
Business Insurance,” were D. W. Camp., 
bell, Dallas; R. F. Clark, Cleveland: 
H. DuBois, Dallas; Mr. Hazard 
and R. J. Lawthers, manager of the 
benefits and estate planning department 
at the home office. The panel was led 
by Homer C. Chaney, director of agen- 


cies. Mr, Robinson led a round table 
discussion. 
The second day, Mr. Scarborough 


headed a round table on problems of 
estate analysis. Mr. Hunt outlined the 
recent seminar sponsored jointly by Har- 
vard school of business administration 
and the 10 Massachusetts life com- 
panies. Mr. Hill reported on “What's 
New at the Home Office.” 


Discuss Agents’ Estate Planning 


The panel discussion, “Die for All 
You’re Worth,” dealing with estate 
planning and analysis, was led by Wil- 
liam C. Gentry, assistant director of 
agencies, and included N. A. Bowes, 
Newark; W. E. Gehman, Philadelphia; 
K. D. Rhudy, San Francisco; P, 
Smith, Newark, and M. G. Summers, 
Boston. Mr. Parker talked on “Agent's 
Personal Estate Planning,” followed by 
a round table discussion on agents’ es- 
erting led by Edward Felsenthal of Mem- 
phis. 

With Mr. Hunt presiding, the final 
session featured a panel on ‘Problems 
in Pension Planning,” directed by Doris 
Montgomery, manager and attorney of 
the pension business department, and 
including as speakers John L. Stearns, 
vice-president and actuary; W. B. Har- 
dy, Cincinnati; G. H. Gruendel, Chi- 
cago; L. D. Crandon, Newark; Her- 
rikas Rabinavicius, New York; Miss 
Montgomery, and Mr. Gentry. A round 
table conference in the afternoon was 
led by Gordon D. Orput, Portland, 
Ore., general agent. 





Banker Trust Council Speaker 


A. M. McNickle, vice-president of 
Fidelity Trust Co. of Pittsburgh, spoke 
on “Selling Through the Estate Plan- 
ning: Approach,” at a dinner meeting of 
Syracuse (N..Y.) Life Insurance & 
Trust Council.. 


Issue Called at $20 


St. Louis Mutual Life has called for 
payment on June 1 for $20 per unit, 
plus interest at 4%, participation cef- 


tificates and surplus conversion certifi- 


cates in units that: have a $10 par value. 
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LUMP SUM LOSES, TOO 
Finance Committee 
Removes Disability 
Plan from HR 6000 


WASHINGTON—As expected, the 
Senate finance committee has decided to 
cut out of the social security bill the 
total and permanent disability program 
passed by the House. The committee 
also eliminated the House provision for 
jump sum death benefits in the case of 
all insured workers. Such payments 
would be made under the Senate bill 
only when no survivor 1s immediately 
eligible for monthly benefits. , 

Senator George, committee chairman, 
said the committee had voted strongly 
to substitute a pay-as-you-go OASI 
system for the present reserve fund 
basis, and payroll taxes to meet the new 
program with higher cost benefits and 
expanded coverage. Appropriations into 
the OASI trust fund would be slashed 
under the committee decision. 

The tax rate would be retained at 
1%% each on employer and employe 
until 1956, instead of going to 2% next 
January. Covered self-employed persons 
would pay 1% times the regular tax 
rates. 


Benefits Would Be $2 Billion 


Total benefits paid would rise from 
$700 million to $2 billion a year. The 
wage base for taxation would remain at 
$3,000. Eligibility provisions are liberal- 
ized. 

The individual primary OAST benefit 
would be increased from $26 to $49 per 
month and family benefit from $85 to 
$150 per month, but not more than 80% 
of the average monthly wage of insured. 

Senator George expected to have the 
revised bill ready for submission to the 
Senate this week and announced he 
would move for its early consideration 
on the Senate floor. 

Indications are that the Senate may 
not find time enough to act on a tax 
revision bill which the House ways and 
means committee has been engaged in 
drafting several weeks. 

CIO spokesmen criticize Senate social 
security action as inadequate. 





Says Tax Form Used, Not 
Employe Status, Lost Case 


Walter R. Hyman, Northwestern 
Mutual, Cincinnati, has written THE 
NATIONAL UNDERWRITER stating that an 
item in the April 21 issue on a U. S. tax 
court ruling incorrectly makes it appear 
that Raymond E. Kershner, Metropol- 
itan Life agent in Martinsburg, W. Va., 
was barred from deducting business ex- 
penses by reason of being an employe. 
The item stated that “the court held 
him to be an employe and hence ruled 
that he could collect only for expenses 
while away from home. . . . He had 
elected the optional standard deduction 
and under the law was not permitted to 
change his basis.” 


Says Long Form Is O. K. 


Mr. Hyman states that if Mr. Kersh- 
ner had filed the long-form return and 
itemized his non-business deductions 
on page 3 instead of taking the standard 
deduction he would no doubt be able to 
deduct under “miscellaneous” practical- 
ly all of his expenses, not as “business 
expenses” under section 22(n)(1) but 
as non-trade or as non-business and ex- 
penses paid for the production of in- 
come and made deductible from adjusted 
gross income under the provisions of 
section 23(a) (2). 





William Barr, Jr., has been appointed 
Cleveland brokerage manager of Paul 
Revere Life. He was formerly broker- 
age manager for Massachusetts Indem- 
nity at Philadelphia. He is a veteran 
and entered the business as an A. & H. 
claims adjuster. 


Receiving Public Relations News Award 


President Louis W. 
Dawson (left) and 
Second Vice - presi- 
dent Clifford B. 
Reeves of Mutual 
Life accept from Mr. 
and Mrs. Glenn Gris- 
wold, co-editors of 
Pu blic Relations 
News, the _ publica- 
tion’s award for 
achievement in 1949 
“in the use of public 
relations for human- 
izing the corporation 
in the public inter- 
est.” 











Calls Estate Planning 
a Cooperative Effort 


CINCINNATI—The legal profession 
is making a grave mistake when it re- 
fuses to collaborate with the agent and 
trust officer in doing an estate planning 
job, Robert J. Lawthers, director of 
benefits and estate planning, New Eng- 
land Mutual, told the Cincinnati Coun- 
cil of Life Underwriters and Corporate 
Trustees at a meeting here. 

Mr. Lawthers said the agent or trust 
officer initiates the estate planning in 
the majority of cases. Because of this 
he believes the legal profession should 
not object to the agent or trust officer 
giving estate planning advice until it 
is prepared to give at least as good or 
better advice. 

No one profession has a monopoly on 
estate planning, Mr. Lawthers pointed 
out. He added that each is an estate 
planner in its own particular field and 
up to very recently the legal profes- 
sion has been backward. It is the attor- 


ney’s duty to be adequately prepared 
to give the necessary advice. 

Winner of the annual legal instru- 
ment drafting contest sponsored by the 
council for University of Cincinnati 
law school and Salmon P. Chase Col- 
lege was W. M. Long. 


Great-West Employes 
Aiding in Flood Fighting 

Business is being carried on as usual 
at the home office of Great-West Liie 
in Winnipeg, though the lives of many 
of the employes of the company vary 
considerably from normal in the flooded 
city. Aside from some threatened water 
seepage into the basement of the home 
office building, the structure is not af- 
fected by the flood. However, many 
employes have been forced to evacuate 
their homes in flooded residential areas. 
Many able-bodied employes have vol- 
unteered to work at sandbagging the 
levees and performing the many other 
tasks which are necessary in the ‘flood- 
besieged areas. 
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Stephen Girard 


In May of this year is the 200th anniversary of the 
birth of Stephen Girard, mariner and merchant, banker, 
humanitarian, philanthropist. 


Largely through the operations of his great fleet of 
ships trading in the West Indies, the Mediterranean, 
India and China he became the first of the American 
He foresaw the value of education in a 
community and through his Will founded Girard Col- 
lege, creating an educational fund which in its first 
century provided housing and education for some 15,000 


Girard lived before the institution of life insurance 
came into business. Life insurance policyholders of to- 
day may be surprised to think of themselves as bene- 
factors. And yet their joint cooperative effort has 
enabled life insurance to provide the money for the 
education of many thousands of American children, do- 
ing what individuals single-handedly are unable to 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Replacing of NSLI 
by Free Coverage 
Gaining in Favor 


House Subcommittee 
Gets Evidence That It 
Would Be Cheaper, Fairer 


By HENRY HALLAM 


WASHINGTON — Hearings in the 
National Service life investigation be- 
fore a House expenditures subcommit- 
tee appeared to shape up this week to-. 
ward a recommendation that a system 
of $10,000 gratuitous insurance to all 
members of the armed forces be sub- 
stituted for NSLI as being cheaper and 
more equitable or that the government 
reinsure private life coverage in an 
emergency. 

It was brought out in testimony of 
Lieut.-Col. Stewart L. Hauser, chair- 
man armed forces NSLI board, that 
armed forces deaths from Pearl Harbor 
to V-J day totaled 374,399. Col. Burn- 
side called attention that $10,000 gra- 
tuitous coverage in all such cases would 
have been $3,743,999,000, and it was 
pointed out that to June 30, 1948, 
NSLI extra hazard cost was $4,062,- 
975,000, not including administrative 
cost, NSLI costs to ather government 
agencies, and “interest subsidy.” This 
total was reported from the general ac- 
counting office. 

Assistant Veteran Administrator 
Breining drew a distinction between 
$10,000 value gratuitous insurance and 
annuity benefits under NSLI. “If you 
mean $10,000 in value today, a gratuit- 
ous plan would have been cheaper,” he 
said. A VA spokesman, however, said 
under many $10,000 NSLI policies, ben- 
eficiaries receive $13,000 to $14,000 to- 
tal annuity payments. 


Disability Not Included 


Chairman Hardy remarked: “We are 
not talking about reducing benefits un- 
der this act.” When Rep. Burnside of 
the committee came back to the $10,000 
gratuitous idea again, Breining referred 
to the waiver of premium and _ total 
and permanent total disability coverage 
under NSLI as being outside a $10,000 
gratuitous plan. 

In response to a question regarding 
a possible another emergency, and in- 
surance under it, Breining recommend- 
ed there should be careful study to de- 
termine whether there should be an- 
other program. If the emergency oc- 
curred now, he indicated, it might make 
no difference, but after five years there 
would be a different age group involved. 
There should be study “in a period of 
transition from emergency to peacetime 
conditions.” 


No Personalty Tax in Ky. 


A life company domiciled in Ken- 
tucky does not have to pay any ad 
valorem tax on its office furniture, 
equipment or other personalty, accord- 
ing to the Kentucky attorney-general. 
The question came up in connection 
with Commonwealth Life. Under the 
Kentucky code, domestic companies pay 
taxes on the value of their outstanding 
shares of capital stock and this is in 
lieu of all state and local taxes except 
those on real estate. 








Don T. McKellar, general agent of IIli- 
nois Bankers Life at Vandalia, Ill., re- 
cently completed 22 years in the com- 
pany’s app-a-week club. His entire ter- 
ritory contains only about 60,000 per- 
sons of all ages, Vandalia’s population 
being less than 5,300. 
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‘TO SECURITY 


A Key to Success 
for 
Equitable of lowa 
Field Underwriters 


Equitable Life of Iowa’s field underwriters have 
enthusiastically endorsed the Key to Security, the 
Company’s new and simplified method of life 
insurance programming. With a professional ap- 
proach that is easy to understand, the Key to 
Security clearly defines the prospect’s life in- 
surance program requirements and graphically 
portrays the solution to his estate problems. 


This new method of programming is consistently 
demonstrating its effectiveness as an aid to career 
life underwriting for Equitable of Iowa field men. 


A three months survey indicates: 
@ Highly satisfactory results from the new Key 
to Security direct mail approach. 
@ A better than average ratio of sales per in- 


terview. 


@ 547 Key to Security sales totaling $7,113,543. 
@ An average size policy of more than $13,000. 


Those are four excellent reasons why Equitable 
of Iowa field underwriters know that the Key to 
Security is their Key to Success. 


EQUITABLE 


LIFE INSURANCE 


COMPANY 
Founded 1867 


of IOWA 


Des Moines 


OVER ONE BILLION LIFE INSURANCE IN FORCE 











Are You Selling Your Share of 


JUVENILE 


INSURANCE ? 


More and more people are realizing the value of education 
and the wisdom of assuring their children’s education 


through juvenile insurance. 


Reserve Life’s flexible Juvenile 


Education Plan has been built to fit the needs of your pros- 


pects. 


Reserve Life also issues all standard policy forms, plus Re- 
tirement Income, Home Security, Monthly Income Disability, 
etc. Complete tested mailings to help you sell. Company 
Convention for qualifiers at Nassau, August 16-21 (you may 
qualify on pro-rata amounts). 


For full information about a General Agency connection 
with the Company specializing in real cooperation, write to 
S. J. Gilbert, Vice President and Director of Life Agencies. 


RESERVE LIFE 


INSURANCE COMPANY 


HOME OFFICE: DALLAS, TEXAS 








‘Our Client-the Salesman’ Gets Spotlight 
at LAA North Central Round Table 


This year's meeting of the North 
Central Round Table of the Life In- 
surance Advertisers Assn., which was 


held in Chicago last week was a shirt- 
sleeves discussion of the theme of the 
meeting, “Our Client—the Salesman.” 
Stanley M. Richman, vice-president 
General American Life, was in charge 
of the gathering as chairman. There 





Ss. M. Richman H. A. Richmond 


was an opening luncheon, two half-day 
sessions and a reception and dinner at 
the end of the first day. 

At the luncheon, H. A. Richmond, 
Metropolitan, brought a message as 
president of L.A.A. The principal lunch- 
eon speaker was H. J. Cummings, pres- 
ident Minnesota Mutual. Remarking 
that the advertising man and the agent 
are mutually interdependent, Mr. Cum- 
mings said that above all else the ad- 
vertising man must know the agent’s 
job. Mr. Cummings said that actually 
the agent has five jobs which he must 
operate at the same time. These con- 
sist of (1) prospecting; (2) ways to 
present his product effectively; (3) in- 
ducing the prospect to buy; (4) learn- 
ing to keep the business on the books; 
and (5) having the energy to get the 
job done. 

Expressing optimism over the busi- 
ness outlook both for the immediate 
future and the long pull, Mr. Cum- 
mings said that advertising men can 
help the agent to work out a formula 
for making a stipulated number of calls. 
each day. Such a formula, Mr. Cum- 
mings said, has to be based on how 
much the agent needs for his family 
budget. When this can be determined 
accurately, the objective can be trans- 
lated into having so many names and 
making so many presentations each day 
or each week. 


Sales Tools Seminar 


A seminar on “What Sales Tools Does 
Our Client Need?” was held Thursday 
afternoon. Stanley M. Richman, Gen- 
eral American Life, presided. George 
Pease, Equitable of Iowa, and Dan 
McLaughlin, Northwestern National 
Life, treated the subject from the point 
of view of a package salesman, while 
Hal L. Nutt, director Purdue course, 
considered the simple programmer and 
Willard H. Griffin, Northwestern Mu- 
tual, the estate planner. — 

Mr. Pease explained that program- 
ming, to be successful, must be but- 
tressed with package selling. The pri- 
mary reasons for this, he said, are that 
not all salesmen are capable of pro- 
gram selling and strict usage of pro- 
gramming to the exclusion of all else 
often leads to an excessive amount of 
term business in addition to less daily 
sales activity. He pointed out, how- 
ever, that package selling must be dove- 
tailed with programming so that the 
agent can go back to the prospect and 
not stumble over previous sales. He 
then described his company’s step-down 
plan, which offers a cash death benefit 
plus decreasing monthly payments for 
three years to help readjust to a lower 
standard of living or a similar payment 
plan at assured’s retirement, as a pack- 
age that will not adversely affect future 
sales. 

The insured saving plan has been a 
particularly successful package sale for 
Northwestern National, Mr. McLaughlin 


said. The brochure furnished agents i. 
lustrates how the plan will enable % 
sured to establish his own businex 
own a home, or assist him in som 
other way that requires savings, The 
plan is aimed at younger persons ang 
the brochure shows how quickly eyep ; 
negligible weekly premium grows, Me 
McLaughlin stated that the brochure, 
small size has brought very favorahj, 
comment from agents because it js easy 
to carry in a pocket and present at ; 
moment’s notice. 


Aim at Definite Types 





Mr. Nutt recommended that sales pro. 
motional material be aimed at definit 








































mitted to it and then determine th 
amount of new capital needed under , 
program. This would result, he beieve 
in neater and possibly more accuray 
jobs that would carry with them mut 
prestige. Besides, it would free agenj 
from non-selling activities. 

Terming estate planning one of th 
most valuable services an agent cx 
afford to clients, Mr. Griffin went on ty 
say that it is in this field that the ager 
often has designed his own tools ani 
it behooves home office men to fin 
out why certain ones have worked wel, 
He outlined his company’s planned ji. 
come manual and remarked that it i 
the collective thinking of many agent) 
over many years. It guides the agen) 
through the sale from the pre-approaci) 
to the post-sale service, presenting fo 
each step selling ideas and the bes 
way to apply the gathered informatio 
to the final proposal. 


Selling to the Client 

The concluding session was a semina 
on “Selling the Sales Tools to Ow 
Client.” F. J. O’Brien, Franklin Lif, 
was chairman. Jack R. Morris, Busines 
Men’s Assurance, exhibited the sale 
promotion material which is used by 
B.M.A. agents. Mr. Morris believes it 
providing the agent with as much m- 
terial as possible covering the basic use 
of life insurance. The B.M.A. has mate 
extensive use of reprints of its adver 
tising in nationally circulating mag: 
zines. - 

A. W. Tompkins, agency vice-pres:f 
dent State Farm Life, said that hip 
company does not believe in a multipl- 
city of sales tools. Operating exter} 
sively in rural communities, the Stat) 


presentations. Mr. : 
the importance of having the manage} 
sold as a means of getting the age} 
to use sales material with most of hi” 
sales talks. E 

N. Wilson Turner, Chicago manage! 
New York. Life, concluded the mectngy 
with a showing of the New York Lifes 
film, “Tailor-Made Dollars.” 





CRAMER'S DUTIES EASED 


Paul Pfister Named Ind. 
Deputy Commissioner 


Paul F. Pfister has been appointe! 
deputy insurance commissioner of Ind: 
ana succeeding John D. Cramer wit 
asked to be relieved of part of his dutie 
on account of the condition of his 
health. Mr. Cramer has been with tht 
department since 1931 and will continue 
to serve in an advisory capacity as 4 
deputy. ; 

Mr. Pfister graduated at Indiana Uni 
versity law school in 1925, practiced lav 
at Mr. Vernon, Ind., nine years, serve 
as assistant U. S. attorney for tht 
southern district of Indiana 12 years a 
since 1947 has been in general practice ¢ 
law at Indianapolis. 
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Altermatt Elected 
Minnesota A. & H. 


Assn. President 


MINNEAPOLIS — Striking out at 
governmental policies and_ practices 
that he believes are harmful to_ the 
country, Charles B. Stumpf, Madison, 
Wis., president International Assn. of 
A. & H. Underwriters, told the Minne- 
sota association sales congress here that 
it is time to do some “positive thinking” 
in this country. 

Archie A. Altermatt, Monarch Life, 
Minneapolis, was elected president. Re- 
gional vice-presidents are Victor Ben- 
son, Winona; J. O. Peterson, Fairmont; 
Darrel Dwyer, Glenwood; Russell Dow- 
ell, Mankato, and J. Peter Devine, St. 
Paul. John J. Symanitz, Inter-State As- 
surance, Minneapolis, was elected secre- 
ary. 
a Positive thinking tells me that we 
of the industry must be for something,” 
Mr. Stumpf said at» the luncheon at 
which he made Leading Producers 
Round Table awards. ‘“‘We must be for 
free choice—for the competitive system 
—for individual freedom. We must be 
for freedom of individual opportunity.” 

He says the only worthwhile so- 
ciety is one in which the individual is 
free to choose, free to compete and 
free to bargain; that many people are 
sacrificing their independence or the 
illusion called security and that “it is 
our obligation to let people know that 
voluntary plans of coverage are doing 
the job.” 

Other speakers were E. H. O’Connor, 
Insurance Economics Society, and Carl 
A. Ernst, North American Life & Cas- 
ualty, St. Paul, treasurer International 
association. 


Job Is to Find Problem 


Mr. Stumpf also spoke at the morning 
session on “Do You Expect to Sell?” He 
stressed two qualifications of successful 
salesmanship—the right mental attitude 
and a desire to succeed. He said the 
agent first of all should believe in his 
product by purchasing it for himself 
and should be able to diagnose the needs 
of his prospect and sell him a policy to 
fit those needs. “Every man you talk 
to has his own particular problem; your 
job is to find it,” Mr. Stumpf said. 

In the afternoon Monarch Life’s Min- 
nesota agency put on a round table dis- 
cussion of A. & H. selling procedures. 
Mr. Altermatt was moderator, others 
taking part being Victor Bohnen, Wino- 
na; Oscar Elton, Fergus Falls; J. C. 
Hennes, St. Cloud; Eugene Cashman, 
St. Paul; Harold Ahl, Mankato, and 
Conrad J. Eliason, Minneapolis. 

Arthur Hyneman, Washington Na- 
tional, Litchfield, retiring president of 
the Minnesota association, presided at 
the various congress sessions, 





Heads Atlanta Office of 
Consulting Actuarial Firm 


Bowles, Andrews & Towne, actuaries 
and insurance consultants, have placed 
John P. Tillinghast 
in charge of their 
Atlanta office. Mr. 
Tillinghast recent- 
ly returned from 
Bogota, Colombia, 
where he assisted 
in the reorganiza- 
tion of the Compa- 
fia de Seguros Bo- 
livar. Prior to go- 
ing to South Amer- 
ica he was assistant 





actuary of Union 
Central. He is a 
fellow of the Soci- J. P. Tillinghast 


ety of Actuaries. 


Income Disability on Students 


_, TORONTO—London Life of Canada 
1s NOW writing income disability benefits 
on advanced college students. Appli- 
cations up to $100 a month are being 





considered for medical students with 
three years completed, business admin- 
istration and honor arts students who 
have finished two years successfully and 
engineering students who have finished 
two years with high standings. Special 
care in selection is being exercised be- 
cause this is insuring potential rather 
than actual income. 


Issues Boys’ Booklet on Thrift 


“Money in Your Pocket,’ a booklet 
on thrift for teen-age boys, prepared by 
Institute of Life Insurance, is being 
distributed through youth organizations. 
Written in terms of teen-age interests, 





the booklet ties up sports, thrift and 
life insurance. It is illustrated by Vance 
Locke. 


New Tax Basis in N. J. 


Gov. Driscoll of New Jersey has 
signed a bill which taxes Prudential and 
Mutual Benefit Life on insurance writ- 
ten in New Jersey instead of on surplus. 
Under the old formula Newark’s tax on 
the two companies was based on a sum 
that included government bonds. The 
supreme court held that the city could 
not include government bonds in its tax 
formula. Both the state and city will 
get more in taxes under the new Dill. 


5 


Sets Up Advisory Council 


General American Life has appointed 
a general agents advisory council to 
counsel with the management as to 
coverages, sales helps and other mat- 
ters in which the experience of the field 
organization will be helpful. 

Members are Matthew Brown, San 
Antonio, chairman; Adam _ Rosenthal, 
St. Louis; Dennis G. Colwell, Dallas; 
Sam T. Utz, St. Joseph, Mo., and Allen 
H. Ogilvie, Los Angeles. 





Wayne E. Dorman, formerly manager 
for Acacia Mutual at Silver Spring, Md., 
has been made manager at Atlanta. 








E. Omar Mowrer, Jr. 


Company congratulations to 








wins 


President’s Award 


This award is based on comparative excellence of accomplishment in the 
following agency-building activities during the year 1949: 


Low cost of operation 

High persistency of business 

High average production per agent 

Net increase in full-time representatives 


E. OMAR MOWRER, JR., Akron General Agent 


(Appointed March 1, 1949 at age 32) 
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Davis Addresses Vt. Assn. 
on Business Life Insurance 


MONTPELIER— Deane C. Davis, 
newly elected president of National Life 
of Vermont, addressed the Central Ver- 
mont Life Underwriters Assn. here on 
business life insurance. He said that 
although agents should not attemptto 
take the part of a lawyer, they need to 
know the subject and have a vocabulary 
that enables them to discuss it on a 
professional level. He described the 
various types of buy-and-sell agree- 
ments and clarified some of the techni- 


cal aspects of business insprance, partic- 
ularly in regard to corporations. 

The Vermont state association will 
hold its annual sales congress in Bur- 
lington June 16. 


Talk Insurance to Dentists 


Insurance men speakers at a one-day 
course in dental practice management 
at University of Minnesota were Lyle 
S. McKown, vice-president of Wirt 
Wilson & Co., local agents; Palmer 
Anderson, Minneapolis manager of 
Connecticut General Life, and Ray F. 
Archer. 
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A WELL-BALANCED 


There is significance in 
the fact that an increasing number 
of our representatives are qualifying 
for the National Quality Award. 


Not quantity alone, but quality as well, 
is Fidelity’s yardstick of accomplishment. 
The National Quality Award 
translates into action our policy 
toward quality business. 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 
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Agent Must Sell or 
U. S. Will: Wyatt 


If the agents don’t sell the insurance 
coverages that the public wants, they 
can expect the gov- 
ernment to do it, 
Vice-president 
Clarence W. Wyatt 
of John Hancock 
warned in his talk 
at the New Or- 
leans sales con- 


Wyatt said 
that if insurance 
agents had _ been 
sufficiently alert, 
“‘we would have so 
many _ employes 
covered by volun- 
tary cash sickness c. Ww. 
plans with private insurance companies 
that there would have been no cry 
raised for compulsory insurance.” 


H.R. 6000 Is Warning 


The fact that the House passed H.R. 
6000 by a 333 to 14 vote means that 
“the people of this country want more 
insurance security than they now have,” 
said Mr. Wyatt. “That vote is the most 
accurate analysis of our market, the 
insurance market, that has been or ever 
will be made. It indicates that the pub- 
lft wants insurance and they are willing 
to pay for it. All you have to do is 
to get them to take from you what they 
want.” 


Danger Signa! for Insurance 


A danger signal for insurance men to 
watch, according to Mr. Wyatt, is the 
backing of proposed government hand- 
out bills by prominent leaders in private 
enterprise. He said that we are being 
treated to the phenomenon of business 
men who are frequently identified as 
reactionaries in business-governmental 
relationships taking the lead in putting 
the government into the insurance busi- 
ness. 

Mr. Wyatt praised the new New York 
disability benfits law as “the most 
progressive step thus far taken in the 





Wyatt 





realm of compulsory cash _ sickness 
legislation.” 
Taxation Guide Revised 


Prentice-Hall has published the 1950 
edition of “Taxation Affecting Life In- 
surance.” This is thorough revision re- 
flecting all the latest legislation, regula- 
tions, rulings and decisions. Single 
copies are available at $1.50 each and 
may be obtained through any office of 
The National Underwriter Co. 
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K. C. Life's Top 
Producers Meet 
af Kansas City 


More than 120 qualified members 9; 
Kansas City Life’s top production gy. 
ganization, the President’s Club, 4. 
tended the club’s convention in Kanga, 
City. 

New officers are President Ben Ep. 
tein, Houston, and Vice-presidents Loy 
Matusoff, Dayton, O.; Russell R. Dan. 
iels, Washington, D. C.; M. J. Long 
Long Beach, Cal., and J. D. Caulfield 
Salt Lake City. 


The program included a sight-seeing | 


tour, a tour of the home office, a busi. 
ness meeting, and a panel discussion 9; 
sales problems. 

The panel discussion was conducted 
by C. W. Arnold, agency vice-pregj. 
dent. He was also chairman of the ses. 
sion at which two new policy plan; 
were presented by J. A. Budinger, vice. 
president and actuary, and Patrick |, 
Humphrey, assistant actuary. Othe 
speakers were Dix Teachenor, Verne XN. 
Barnes, director of field training, and 
Hugh McTernan, manager of the 
— security administration at Kansa 

ity. 


Important Ruling Given 
On Deductions for Pension 


WASHINGTON—In “Pension Sery. 
ice No. 62,” the internal revenue by. 
reau has rendered an important ruling 
with respect to carry-overs of pension 
and annuity contributions in excess of 
allowable deductions, and contributions 
under pension and annuity plans in ex. 
cess of limitations under section 23 (p) 
(1) (a). The ruling says: 

“The case in point is that of the M 
Company, which paid $500,000 in 1947 
to completely fund past service credits 
and deducted one-tenth, or $50,000, in 
each of the years 1947, 1948, and 1949, 
leaving a balance of $350,000 in 1949 
when the corporation was liquidated 
and its business and all assets and liz 
bilities were taken over, pursuant toa 
statutory merger, by the N Company 
which also assumed and continued the 
pension plan. The inquiry made is 
whether the balance of $350,000 will be 





allowable as a deduction to either com-} 


_ Commis 


pany.” 
No Further 1949 Deduction 


The bureau holds that M Company, 
having deducted allowable amounts, may 
deduct nothing further for 1949. Also, 
having been liquidated then, “there will 
be no occasion for further deductions.” 

After referring to several decisions, 


the ruling holds that “since the N Com-' 


pany acquired the assets of the M Com- 
pany pursuant to a statutory merger 
which by operation of law effected 2 
fusion of the assets and liabilities of the 
respective companies it is entitled to 
deductions in succeeding years, com- 
mencing with 1950, with respect to the 
balance of $350,000 to the same extent 
as the M Company would have beet 
entitled had it continued in business.” 





Wins Reinstatement Case 


The widow of a man who made false 
statements in applying for reinstatement 
of a lapsed life policy is not. entitled 
to the face amount of the policy, the 
Minnesota supreme court has ruled it 
a suit against Equitable of Iowa, John 
W. Sellwood let a $3,300 policy lapse, then 
sought to have it reinstated, saying he 
had had no illness and had pot consulted 
a physician in the meantime. After his 
death the company found he had con- 
sulted physicians several times and de- 
nied it was liable for more than the 
premiums paid. The court so held. 
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List Topics tor 
Smaller-Company 
Actuarial Forum 


Topics for the forum on smaller-com- 
ny problems to be inaugurated as a 





feature of the Chicago spring meeting 
-mbers OB of the Society of Actuaries have been 
1ction or announced. The meeting will be June 
club, at 5-6 at the Edgewater Beach hotel, the 
n Kanga; smaller-company forum being scheduled 
for 2 p.m. June 6. ; ‘ 
Ben Ep. The list of topics for information dis- 
nts Louis cyssion at the general sessions appeared 
R. Dan. jn the March 10 issue of THP NATIONAL 
J. Long— UnpERWRITER. 
Caulfield’ Topics for the smaller-company 
I forum, of which Walter L. Rugland, ac- 
ht-seeing tuary for Aid Association for Luther- 
, a busi) ans, is chairman, are as follows: 
ussion @ I. Valuation 
A. In what respect and to what extent 
onductedf) ;, it practical for a small company to 
ice-presj.p) strengthen reserves, and what methods 


een found most satisfactory? 
have © methods 


B. What approximate : are 
-y plan ysed (i) in valuing disability, double 
rer, vice. indemnity, family income, and other ben- 
tei efits, (ii) in determining the reserve re- 
a leased by voluntary terminations? 
t 
f cum Il Accounts and Expenses 
in d A. What methods are used for classi- 
8) af fying and analyzing expenses? How 
Of th have the results been used to initiate an 
Kansa & effective control of expenses? 
B. What new accounting and office pro- 


cedures have been devised, and what 
procedures have been discontinued, with 
a view to reducing expenses? 





3 . 
IN, Underwriting 
A. To what extent can small compa- 
aston nies write substandard business suc- 
n § cessfully? Should substandard term in- 
eV.) surance be written? If so, up to what 
lue bu) table rating should risks be accepted? 
t ruling eet conversion option should be in- 
: ed? 
Pension a Is coinsurance or yearly renewable 
Ce€ss O@ term reinsurance more satisfactory, and 
butions does this depend on the characteristics 
. of the principal policy? What are the 
) 1 eX savantages and disadvantages of re- 
23 (p)® insurance pools among small companies? 
the M IV. Agency and Production 
. “ A. In what ways can the actuarial de- 
In 1947 partment work with the agency depart- 
credits —# ment to promote a more effective agency 
000, in organization? What production and ter- 
4 al mination statistics are produced for the 
d 194, 8 agency department? 
n 1949 B. What steps should a small com- 
uidated @ P22Y take to meet the current interest 
ate in pension plans? To what extent should 
nd li B services be offered in the home office 
it toa— or in the field to assist in the develop- 
ment and qualification of pension plans, 
mpaty F even if only individual contracts are of- 
ed the fered? 
ade is 
wit kT Top N. Y. Court Decides 
' Commission-Paid Agent Can 
: a s 
Get Worker’s Compensation, 
npany, | ' 
“ _ An agent of New York Life has been 
‘ held by the New York court of appeals 
e will °° be an employe of the company for 
ona” the purposes of the state workmen’s 
islets compensation law. The court reversed 
Coie. the appellate division and reinstated a 
Coe holding of the workmen’s compensation 
a board that Mabel G. Gordon, Buffalo, 
re was entitled to benefits for injuries she 
of the received while returning to her car 
a ¢F after calling on a prospect. She slipped 
ed t0F and fell on a wet sidewalk and broke 
hy her leg. Travelers, the compensation 
fo the carrier, was also a defendant in the 
*xtent suit. The court of appeals is the high- 
beet est in the state. 
SS. In a per curiam opinion, the court 


said it found in the record evidence from 
which conflicting inferences might rea- 
B sonably be drawn as to whether, at the 


falsef time of the accident, she was an em- 
ment} Ploye of the company. In those circum- 
titled } Stances, it is said, it could not rule, as 
, the} 4 matter of law, as had the appellate 
ad inj division, that she was an independent 
John} Contractor. It said that when conflict- 
then} Mg inferences are possible the finding 
g he} of the workmen’s compensation board 
ulted— Prevails. 

r his A dissenting opinion was written by 
con-f Judge Desmond. After a short period 
| de-f Of instruction, he said, she was very 
_the# much on her own, found her own pros- 


pects, worked when she pleased any- 
where in the territory of the district 
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office. In other words, after her pre- 
liminary training, he said, she just went 
out and attempted to sell life insurance 
anywhere she could, with no compensa- 
tion except in commissions for policies 
actually written. While the company 
conducted a meeting of its agents every 
week she was not required to attend, 
and there was no evidence at all that 
New York Life in any way controlled 
or supervised her methods of work or 
paid any attention to them. 

Since the contract provided that the 
relationship should not be that of em- 
ployer and employe, he said, the claim 
should not be allowed unless “we are to 


say that any insurance company cannot 
have anything but an employer-employe 
relationship with its soliciting agents” 
or that the recognized common law re- 
lationship of independent contractors 
has been outlawed by the statute. 





Valuation Meeting Set 


The subcommittee of the N.A.I.C. 
committee on valuation of securities 
will meet at New York May 16. Sub- 
jects on the agenda include the de- 
termination of the value to be put on 
notes of Doeskin Products, Bartels 
Brewing, and Claude Neon, Inc. All of 


these are connected with the Rhode 
Island Ins. Co., situation. Lowell M. 
Birrell, chairman of Doeskin, will ap- 
pear at the meeting. 

Other subjects include inventories of 
company stocks and bonds, and the pen- 
sion plan and budget of the subcommit- 
tee. The subcommittee is planning a 
booklet for general distribution to 
describe its scope and functions. 





Russell L. Heghe, Los Angeles gen- 
eral agent of Equitable Life of Iowa, 
spoke before the business seminar of 
Los Angeles City College, on “Oppor- 
tunities in the Life Insurance Field.” 





A current John Hancock advertisement which indicates how the spirit 
strengthened by Life Insurance. So that these benefits may be shared by all, the John Hancock offers life insurance in all its forms: 
life, endowment and term policies, juvenile insurance, retirement income policies, annuity contracts, and all plans of group coverage. 


of American Independence is fostered and 





the power to create new plants. 





He saw that every plant was a child. It had its own face, 

its own promise, its unique touch of genius or character. 

And if that promise were tended and encouraged, the plant would 
grow more useful and beautiful each year. 


Luther Burbank puttered in his garden for fifty years 





for the greater happiness of all people. 


He made potatoes grow larger, whiter, more delicious than they 
had ever been. He taught the cactus of the desert to throw away 


YY pw 





THERE was once a man who loved nature with such a deep and 
moving love that she told him one of her secrets. She gave him 


The man, whose name was Luther Burbank, would go into his 
garden and walk softly among the growing things. 





He found a secret in the flowering earth 


* * 


its spines, so that cattle could fatten upon it, and made the blackberry 
shed its thorns, so it would not cut the fingers of the pickers. 

For him, the plum grew without pits, and strawberries ripened all 
year. Trees learned to shelter their fruit from frost, and walnuts wore 
thinner shells which the small hands of children could open. 

The daisy grew more beautiful for him, and the amaryllis burst 

into flame; the calla lily wore perfume and the dahlia found a 

new fragrance. He left the earth covered with flowers and fruits 

that had never grown before. 

And all because he understood a secret. 

He knew that everything that lives has the power to become greater... 
if it is free to put forth the best that is in it. This is a truth long known 
in America, where every man’s promise can reach its finest flower, 
growing in the kindly soil of freedom. 
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: after air force service. He is a CLU. 
Midland Mutual Jack P. Smith, who succeeds Mr. JUNE TO BE BIG MONTH 
U D S r h Dare, comes gen Midland mesa 

Parkersburg, W. Va. agency, where he N Y DBL S ] S ll B t 

PS are, mit operated as a district agent. Prior to 7 a a es we u 

Elton R. Dare, former supervisor of ¢™tering life insurance three ya - - % i 

abd: : a he was circulation manager for the FE E d B L t 
Seed daar taraie Te eek te Parkersburg News. He is a navy veteran. Cw xCee asl1C m1 S 


company as an agent at Pittsburgh and 
in 1941 joined with A. G. Gilmour in 
forming the Gilmour & Dare general 
agency there. He went to the home 
office as supervisor of agencies in 1946 





Canada Life has named Cather C. 
Boyle chief accountant. He started with 
Canada Life in 1923 as a member of 
the actuarial department. 








keep ANICO field men 


out in front in earnings 





American National field magazines are not just 
‘puff-sheets.'' They are sales promoting aids to 


Anico Representatives. 


News stories recognizing every good job — 


Selling ideas from the fie 
be used in making the Life 


ld—Sales aids that can 
Underwriter's job more 


productive and profitable. 


Star Bulletin—for Industrial Agency Force 
Anico — for the Ordinary Field Force 


Two great aids. Every issue dedicated to a- 
single interest—the man who represents us. They 
are another reason why — — 


“You Can Grow with Anico” 





Anico Representa- 4@ 







They know they 
have a contract sec- 
ond to none. 


They know their 


policies are leaders ® 
in value, 











WoL. MOODY, 








AMBRACAN NATIONAL 


Jumbance Company 







IR... PRESIDENT GALVESTON, TEXAS 








OVER 2 BILLIONS OF LIFE INSURANCE IN FORCE 





GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Attractive Age 


1nKon' an Oxo) ah ness t= 


COMPLETE LIFE INSURANCE 
COVERAGES — AGES 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J. ALEXANDER, PRESIDENT 








NEW YORK—With the writing of 
business under the New York state dis- 
ability benefits law just getting into full 
swing, current experience is that the ma- 
jority of cases are being written for 
statutory benefits only. The full flood 
of business has not yet started because 
many brokers and some prospective in- 
sured are waiting for the rate situation 
to settle. 

Some companies have not received ap- 
proval of rates and forms. Producers 
affiliated with them have not been able 
to place their business. Some compa- 
nies delayed filing until they saw what 
other carriers did. The experienced group 
life and casualty companies are lag- 
ging, some not yet having made a de- 
cision on how they will write the busi- 
ness. All agree that June will be a 
month of intense activity. 


Varied Competitive Picture 


The competitive picture among life 
and casualty companies varies. Life 
companies seem to have an edge among 
the very large groups. The casualty 
companies are progressing according to 
their experience. Some are writing the 
business in a big way. They are doing 
as well as or better than the life com- 
panies among smaller groups. Among 
these groups competition is intense be- 
tween the two type carriers. 

Group life companies with casualty af- 
filiates are doing very well. Casualty 
companies do not seem able to use the 
alliance their fire companies have es- 
tablished with assured. They are, how- 
ever, capitalizing on the compensation 
tie-up. 


BIG SELLING JOB 


One reason for the emphasis on statu- 
tory benefits only is that the sales job 
is too large. Companies will be pleased 
if they are able to do a satisfactory job 
in selling statutory coverage. Once they 
get the statutory sales task out of the 
way they hope to return and sell the 
additional benefits, such as higher week- 
ly indemnity, surgical, hospitalization 
and other sidelines. This will happen 
in late summer or in the fall. Many em- 
ployers want statutory coverage only, 
preferring to meet the legal require- 
ments and continue their own salary con- 
tinuance plans. A unique development 
has been the self-underwriting of plans 
among groups under 50 lives. The pro- 
ducer is able to quote a rate, develop a 
premium, and complete the job on the 
spot. On larger cases company under- 
writing is used. With large cases a 
standard procedure has been for a 
number of companies to submit quota- 
tions to assured. Some firms take their 
pick from among five to 20 carriers. The 
state fund has not been particularly 
active. 

Some casualty companies are handling 
the line through their compensa- 
tion departments. With others the pro- 
cedure has been to expand A.&H. de- 
partments, use existing group staffs, or 
set up entirely new and independent 
disability benefits units. 

Group companies are seeking business 
through ordinary and industrial agents as 
well as through group sales staffs. Cas- 
ualty companies have special agents 
talking up the coverage in upstate local 
agencies. In New York City the sales 
operation is largely one of brokerage 
contacts. 

Companies have moved in experienced 
men from other states. Seasoned cam- 
paigners sound like war veterans when 
they refer to their campaigns in New 
Jersey and California. 

The life companies are writing all the 
business they can get. Some casualty 
companies are taking outside business 








but others have gone into it to service 
only their agents and brokers or assured, 
Some casualty companies are writing the 
business only if they have the compensa. 
tion. Group casualty companies are sel]. 
ing aggressively to all. 

Although almost 200 companies may 
write the business the bulk of it is ex. 
pected to be spread amiong about 5 
carriers. 


Big Job on Small Cases 


The big sales job has to be done 
among the smaller employers. New 
York department of labor statistics 
show that there are about 58,000 em. 
ployers with between four and seven em. 
ployes, 45,000 with between eight and 
19 employes, 21,000 with between 29 
and 49 employes, 10,000 with more thaq 
50 employes and about 1,000 with more 
than 500. : 

On the liability side, companies do 
not seem to be very much concerned 
about losses. The maximum potential 
exposure per individual is $338 based on 
$26 a week for 13 weeks. A source of 
potential underwriting concern is the 
water supply situation in New York 
City. The use of less water may result 
in more illness, for example, if there is 
less water for dishwashing, etc. This is 
not taken too seriously however. 

In the upstate area casualty company 
sales, though aided by the compensation 
coverage connections their local agents 
have with insured, will be handicapped 
by the loose organization of their agency 
systems. Some, however, got an early 
start and had well planned systems for 
merchandising the disability benefits cov- 
erage through the local agencies. The 
average local agent usually represents 
more than one casualty company. He is 
not as closely tied to his company as 
the life agent. 


oe 





Veteran Employes Feted 
by Reliance Life 


John A. Mayer, this month complet 
ing his first year as president of Reli- 
ance Life, is shown at left congratulating 
William F. Aull, assistant treasurer, and 
Norman R. Tite, manager application 
department, on completion of 40 years 





with the company. Mr. Mayer pre- 
sented them gold watches at a dinner 
held for employes with the company 2 
years or more. John R. Layton, assist- 
ant vice-president, who is the oldest em- 
ploye in the point of service, having 
joined the company in 1909, also re- 
ceived a watch. 





Prudential Men Honored 


Frank B. Falkstein, San Antonio 
manager of Prudential, winner of the 
1949 presidential citation award, was 
honored at a banquet attended by 250 
business and professional men of San 
Antonio. The reception also honored 
Charles Fleetwood, vice-president; 
Jackson Letts, second vice-president, 
and Thornton W. Sterrett, general man- 
ager of the new Houston southwestern 
home office of Prudential. 
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By giving a client’s estate a complete 
and thorough analysis and wrapping up 
° its findings in a 
property book 
which shows the 
client exactly what 
his assets will do 
and reviewing 
these findings an- 
nually, the Solo- 
mon Huber agency 
of Mutual Benefit 
Life in New York 
City is able to tie 
itself to its clients 
in a_ relationship 
that seldom ends. 
The agent deliv- 








cern 
roe aes ater ers the book after 
sed on Marranging by telephone and getting an 
rce of appointment long enough to allow a 
is the Mthorough explanation of what has been 
York accomplished. 
Be, What the Book Contains 
“his is One of the first enclosures in the 
book is an explanatory sheet. The 
mpany |) agent tells the prospect that his bene- 
sation | ficiary clauses are in order; that there 
agents |) will be no investment headaches for 
apped his family; that he has a nice retire- 
gency |p ment, plan for himself; that his policies 
early jp are either lapse-proot or will run as free 
ns for insurance if he should ever slip up on 
s cov. @2 Premium; that proceeds are judg- 
The ment-proof; that he has covered the ef- 
esents mp iects of short-term survivorship and is 
He is in process of, or has completed, arrange- 
ny ag ments for birth certificates to be filed 


with his company or kept with the book. 
It contains the will and descriptive 
provisions of a trust fund which may 
have been set up by client’s attorney. 
The actual operation of the estate plan 
at death is described. The client is en- 
couraged to list the numbers of his gov- 
ernment bonds and to keep the book in 
a place other than where the bonds are 
stored so that if the bonds should be 
destroyed there will be a handy rec- 
ord. The book includes an explanation 
‘of other securities and assets such as 
real estate, and an indication of money 
‘due personally from friends, relatives 
‘or others. There is also an extra sheet 
in the loose-leaf book for additional in- 
structions. 





Then follows a page showing in- 
come to client at retirement. He is 
informed of the availability of the op- 
tion of taking less retirement income 
so that there will be an income payable 
to his wife or himself so long as either 
lives. If the prospect owns a share in 
a private business, he is informed that 
the sale of his interest at retirement 
will enable him to invest in annuities 
or convert his insurance to income en- 

_pre- Fdowments to boost his income. 
y 35 Two Premium Calendars 
ssist: | .Lhere is a premium deposit calendar 
-em- | ving a clear picture of the policies 
aving owned and the due dates of premiums. 
a If he wants an extra premium deposit 
calendar page because he feels that the 
entire book should not be made available 
to his wife right at the beginning, that 
ls arranged. Finally there is a page 
. | containing items such as location of the 
tonto ¥ will, policies, bank-books, etc. 
the | There is a notice for the client’s exec- 
was | utor or beneficiary to communicate with 
250 the agent in the event of the client’s 
San fdeath. If the agent dies, one of the 
ored F associates in the agency continues the 
W. Sf service. ; 
dent, § The agent then indicates when the 
man- § property book is to be given its annual 
stern § review and lays the groundwork for the 
feturn call. He tells the client that 
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changes in his family finances, and in 
tax, insurance and inheritance laws 
make it advisable to have the review, 
for which there is no charge. If agent 
hasn’t got one or more referred leads, 
he asks again for one or more addi- 
tional names. 


ANNUAL REVIEW 


At the time of the annual review, in- 
quiries are made of the client as to 
whether he has purchased any new gov- 
ernment bonds and if they have been 
entered in the property book. He is 
also asked about other investments in 
stocks or securities, real estate, etc. 

If appropriate, the suggestion is made 








=|Property Book Use, Annual Estate 
Review Brings Lifetime Clients 


that an estate plan be set up for his 
son or daughter as a savings fund which 
can be used in various ways. Among the 
advantages of their having “a policy 
just like Dad’s” are: “Has tax saving 
features; requires merely one-third to 
one-half of Dad’s annual deposit; means 
a start on a plan at a lower basis than 
your child’s contemporary will pay who 
applies when earnings begin; safeguards 
possible uninsurability in the future; 
establishes a cash value long before 
child’s contemporaries begin a program 
at increased cost; encourages thrift and 
training in money management; serves 
as a start along business and profes- 
sional lines; makes an ideal gift on 
child’s marriage or entry into business 
or professional world; eliminates the 





imposition of a war clause; lower pre- 
mium as the result of an early start 
when child takes over—releases funds 
for living expenses and other savings; 
guarantees not only a retirement fund 
for himself at low rates while com- 
pound interest is at work but protects 
the welfare of his own dependents; 
hedges against inflation because the dol- 
lars now deposited will return in month- 
ly income over a period which may 
cover many business cycles.” 

The agent then may suggest that the 
plan be reduced to writing with the pre- 
miums illustrated and that the young- 
sters be checked as to insurability. In- 
quiries are continued as to other estate 
problems, personal information, and in 
general the book is brought up to date 
on all money matters including debts 
incurred on a personal basis, or per- 
sonal loans made. 

In discussing the premium calendar, 
the client is asked if he wishes to pre- 
pay any of his premiums and gain the 
resulting income tax advantage. Com- 
panies offer 14%% discount which gives 

(CONTINUED ON PAGE 20) 





something better. 


Dollar Guide — 











Good Enough for Grandfather ... 


Fortunately, what was good enough for these folks back in 1875, when The Pruden- 
tial was founded, wasn’t good enough for us. Through the years electric lights, auto- 
mobiles, telephones, a thousand other things, were developed because we wanted 


In life insurance selling, too, there’ve been some changes made. The old ways aren't 
good enough today. Thanks to The Prudential’s copyrighted Dollar Guide, our rep- 
resentatives are now helping folks see their life insurance needs in a new light. The 


e helps a man to estimate for himself the dollar-and-cents future needs 
of his family, 


¢ helps him see the gap between what he has and what he needs, 
¢ helps show him how that gap can best be filled. 


The Dollar Guide is just another example of Prudential progress — proof that only 
the best in selling equipment is good enough for Prudential representatives. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 
A mutual life insurance compan 

HOME OFFICE ey 
NEWARK, N. J. 


WESTERN HOME OFFICE 
LOS ANGELES, CALIF. 
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EDITORIAL 


COMMENT 





Growth and Size 


In the politico-economic world today 
there appear contradictions in doctrines 
and theories involving size. On the 
one hand we have such critics as Em- 
manuel Celler who insinuates the idea 
of evil into size, and then we have such 
economists as Leon Keyserling whose 
objectives for the national economy re- 
quire the continuous magnification of 
our industries and enterprises. Mr. 
Keyserling preaches that it won’t do to 
stand still, simply to match the 1948 
or 1949 record, for instance; that to 
contain unemployment to three million 
with increased productivity and popu- 
lation, an annual increment of 3 to 4% 
is essential. Mr. Keyserling does not 
say in so many words that to accom- 
plish an unending succession of plus 
years the size of our institutions must 
increase pari passu, but that certainly 
goes without saying. He is not preach- 
ing for industry to strive to attain a 
balance, a stationary optimum size, 
optimum profits, constant labor force, 
etc. 

Mr. Keyserling is speaking from the 
the national standpoint, and what he 
is advocating for the nation in a ration- 
alized way is the same sort of forward 
drive that impels the leaders of industry 
and incidentally of insurance always to 
strive to outdo last year, last month, 
last week, yesterday. Sometimes this 
worship of the plus sign industrially is 
condemned by pale critics who think 
they yearn for a static economy in 
which the, standard is what they call 


Atypical Restraint on 


Once there was a motorist who got 
lost in the mountains. A _ friendly 
mountaineer gave him dinner, put him 
up overnight in his cabin but after 
breakfast surprised the guest by 
presenting him with a fantastic bill: $20 
for dinner, $30 for lodging, $10 for 
breakfast. The motorist was grateful 
for the hospitality but astounded at the 
size of the bill. 

“All right,” said the mountaineer, “if 
you think it’s too much, we'll go to 
court.” 

At the nearby county seat, the judge 
heard both sides and gave judgment in 
favor of the mountaineer. The litigants 
walked out of the courtroom, the 
motorist still fuming. The mountaineer 
laughed and said, “You don’t owe me 
nothin’. I was glad to have yer com- 
pany. I just wanted to show you what 
a damn fool we got for a county judge.” 

In the same spirit of enlightenment 
and education we call our readers’ at- 
tention to a passage in a report just 


production for use. Sometimes, undoubt- 
edly many of those that are caught in 
the pressures that this insistence on 
plus signs engenders think they would 
prefer a condition of stability. 


Mr. Keyserling suggests that there 
can’t be national stability without 
growth. That implies the necessity for 


growth on the part of the various ele- 
ments of the economy. Business men 
may not always rationalize the greater 
social and economic purpose behind 
their race for new peaks. Intuitively, 
however, they may understand that 
there can be no safe plateau or rather 
that a plateau is not a safe objective. 
There have been old world adminis- 
trators and enterprisers that have had 
such an objective, but this has brought 
about, not stability, but obsolescence, 
not only for the individual undertaking 
but even for the national economy. 

Those that are charged with making 
the larger decisions in industry and that 
must take account of the omens in the 
political skies as well as trying to ap- 
praise the future markets must be con- 
fused to find on the one hand dominant 
figures in the party in power under- 
taking to create public distrust of size 
and inhibiting growth and on the other 
hand the economist closest to the 
President’s ear insisting that growth is 
vital in order to prevent unemployment 
of dangerous proportions, to service the 
national debt, to disprove communism, 
and to prevent deficits from exceeding 
their present bounds. 


the Part of NLRB 


rendered by Trial Examiner Piper of 
the national labor relations board in 
a case involving Metropolitan’s’ Life 
refusal to bargain with United Office & 
Professional Workers of America on 
the ground that UOPWA had failed to 
comply with the non-Communist af- 
fidavit requirements of the Taft-Hartley 
law. 

Piper dismissed Metropolitan’s , con- 
tention because he said he was bound 
by two recent NLRB cases in which 
the board had said: “It is not the pur- 
pose of the statute to require the board 
to investigate the authenticity or truth 
of the affidavits which have been filed. 
Persons desiring to establish falsifica- 
tion or fraud have recourse to the De- 
partment of Justice for a prosecution 
under section 35 (a) of the criminal 
code.” 

This pious reluctance to do anything 
which it believes is “not the purpose of 
the statute” might be taken as refresh- 
ing evidence that here is one federal 


agency that is innocent of attempting 
to extend its tentacles to take in every- 
thing possible within its grasp. Un- 
fortunately, however, this coy attitude 
is as greatly at variance with the rest 
of the NLRB’s policy as it is with that 
of most of the other agencies in Wash- 
ington. 

Examiner Piper further fends off 
Metropolitan by stating that it is well 
established that compliance with the 
section dealing with non-Communist af- 
fidavits “is an administrative matter not 
subject to attack by the parties.” 

In effect, the NLRB is saying to the 
employer: “It’s none of your business 
whether these non-Communist affidavits 
are in compliance with the law. And 
the law doesn’t say we have to check 
up on them to find out if they are 
phonies or not. Of course, they’re sup- 
posed to tell the truth but we’re not 
going to ask any questions. If you 
think you’ve got any evidence of per- 
jury, don’t bother us with it. Run 
around to the Justice Department. If 
you can needle them into getting a 
conviction we might do something 
about it. But don’t forget that com- 
pliance with the section dealing with 
non-Communist affidavits ‘is an ad- 


ministrative matter not subject to a. 
tack by the parties.’” 

Just why the NLRB, which has long 
been so cozy with the CIO, should pe. 
giving aid and comfort to a unit ey. 
communicated by the CIO seems harg 
to explain. Perhaps the best guess jg 
that the cases in which the board dig. 
claimed any duty to investigate the 
authenticity of non-Communist affidavits 
dealt with unions which were still with. 
in the CIO’s fold and consequently 
Examiner Piper had no choice but to 


follow this ruling even though jt 
favored a group that was anathema to 
the CIO. : 


It is a strange and ludicrous sight 
for an agency that is ordinarily so will- 
ing to expand itself to be found ex. 
ercising such delicate restraint that it 
feels it must refrain from investigating 
charges of the utmost seriousness just 
because it is not specifically compelled 
by law to look into them. We should 
think such a duty was implicit in the 
law. If an agency takes the view that 
all it wants is a notarized piece of 
paper and is not going to take any ip 
terest in whether it is truthful or per- 
jured it is making a joke of the law 
rather than showing respect for it. 








PERSONAL SIDE OF THE BUSINESS — 





William B. Orman, city agency man- 
ager of Kansas City Life, was chairman 
of the highly successful cancer control 
day campaign in Dallas. There were 
more than 500 workers at the kick-off 
breakfast. 

Dean E. Cogswell, assistant manager 
of New England Mutual’s underwriting 
department, has been selected as one of 
14 outstanding young business men 
taken from industries throughout the 
country to participate in the Sloan fel- 
lowship program for executive develop- 
ment at Massachusetts Institute of 
Technology. 

Lawrence H. House, general agent of 
Aetna Life at Utica, N. Y., was enter- 
tained by about 40 associates in observ- 
ance of his 40th anniversary with the 
company. 

Devereux C. Josephs, president of 
New York Life, is heading the life 
company campaign of the Greater New 
York Fund. Verne Stanford, manager 
New York Life, is chairman, and Peter 
LoTruglio, supervisor Aetna Life, co- 
chairman of the drive among life agen- 
cies. Life supervisors are actively sup- 
porting the campaign. 

Oliver M. Whipple, financial vice- 
president of Mutual Life, has been 
elected to the advisory board of the 
Rockefeller Center office of Chemical 
Bank & Trust Co. 

Paul Mountcastle, Sr., president of 
Life & Casualty, was the principal 
speaker at a “newcomers welcome break- 
fast’ staged by the Nashville Chamber 
of Commerce. 

Don Gehrmann, University of Wis- 
consin track star who will close his 
college career in June, will join the 


Milwaukee agency of John Hancock Mu- 
tual for a training course, after which 
he will represent the company in Mad- 
ison. He will continue in training under 
his college coach for the next two 
years, concentrating on the 1952 Olym- 
pics as a miler. 


Peter Giuliani, attorney of National 
Life of Vermont, said in a speech before 
the National Assn. of Mutual Savings 
Banks in New York, that it is wise to 
insist upon title insurance whenever 
possible. 

Harry Perlet, assistant manager of 
U. S. Chamber of Commerce insurance 
department, was admitted to the U. § 
Supreme Court bar this week. He was 
sponsored by Frank Meéistrell, Allstate 
counsel. 


Discuss Annual Reports 
Weston Smith, executive vice-presi- 
dent of “Financial World,” will discuss 
the importance of annual reports in pub- 
lic relations programs at a May 11 
luncheon of the Gotham group of Life 
Advertisers Assn. at New York City. 
A round table discussion on annual re- 
ports will follow. William S. Weier, 
Prudential, is general chairman. 








Awarded Advertising Medal 


Metropolitan Life was awarded a 
medal for distinguished service to ad- 
vertising at a dinner at Syracuse spon- 
sored by the Syracuse Advertising & 
Sales Club and Syracuse University. 
Second Vice-president James L. Mad- 
den accepted the medal on behalf of the 
company. 
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~ OBSERVATIONS 


Attitude on DBL Claims 


Casualty companies are not taking too 
kindly to comments by group life men 
that insured won’t do so well with them 
because they will be handling claims 
through compensation and liability de- 
artment men who approach the prob- 
jem from the liability angle rather than 
the group A. & H. viewpoint. Some 
casualty companies point out that they 
have been writing group A. & H. for 
many years and have as much claims 
“know how” as life companies. Others 
are writing New York disability bene- 
fits coverage through A. & H. depart- 
ments or have set up divisions. Those 
that are writing it in compensation de- 
partments feel they can train a claims 
man to adopt the right attitude. Com- 
panies will be able to approach claim 
payments liberally because they know 
that their total liability will not exceed 
$338 per individual. A casualty com- 
pany cannot do that on a liability claim. 
It isn’t quite sure what the settlement 
or judgment will be until it is made. 





Prudential Suggestions Perk 


The 35 year old suggestion system 
in effect at Prudential is not only still 
perking, but getting better results each 
year. The largest reward in history 
was presented recently to two employes. 
A prize of $3,500 was shared by T. 
Kenneth Hoffman and S. Wilbur 
Goedde of the ordinary change and re- 
instatement division at the home office. 
They received the reward for sugges- 
tions in which they applied the assem- 
bly-line technique to various phases of 
clerical work. Their development re- 
sulted in the elimination of many rec- 
ords and the reorganization of depart- 
mental procedure. Many changes in ex- 
isting operations were necessary to put 
these suggestions into effect. 

The two men have been working at 
these suggestions for. many years. Mr. 
Hoffman, junior medical change under- 
writer, has been with Prudential for 25 
years, while Mr. Goedde, change under- 
writing approver, joined the company 
16 years ago. The previous high for a 
prize was $2,500. 





More Money for Insurance 


Those who like statistics to prove that 
the worker now has more money to 
spend on insurance than he did before 
will be encouraged by a National In- 
dustrial Conference Board report which 
says that the purchasing power of an 
hour’s work almost doubled from 1914 
to 1948 according to a study on what an 
hour’s work would buy in those two 
years. The reason for this, says the 
board, is that the average factory work- 
er’s wages rose twice as much as prices. 

The 1948 factory worker had to work 
only about half the number of hours 
that the 1914 worker did to pay the 
family bills. Though the 1914 wage- 
earner worked more than 51 hours a 
week someone else in the family had 
to earn additional income to supply the 
average amount of goods and services. 
In 1948 the worker could do better for 
the debit side by paying all bills through 
working only 34 hours a week. One 
new form of family expense had _ to 
be met in 1948 that was not incurred in 
1914—income taxes. 


DEATHS = 


EARL MILLER, 60, of Birmingham, 
Alabama manager for Life of Georgia, 
died following a heart attack. He had 
been with Life of Georgia 41 years. He 
was named Alabama manager early this 
year, after supervising the company’s 

irmingham division operations since 
1936. He joined the company as an 
agent in Pensacola, then was succes- 
sively special agent, district manager, 
and division manager in Alabama. 

FRANK D. HILL, JR., 71, retired 











treasurer of Life of Virginia, died at 
his home in Richmond. Mr. Hill had 
been with the company for 41 years at 
the time of his retirement in 1942. 

FRANK N. KEMP, 57, supervisor in 
the ordinary loan division of Metropolli- 
tan Life, died at his home in Millburn, 
N. J. He was with the company 39 
years. 

OSCAR S. HAUGEN, 62, who retired 
a year ago due to a heart ailment as 
assistant farm loan supervisor for Old 
Line Life of Milwaukee, died at his home 
at Ripon, Wis. He joined Old Line 18 
years ago. 

FREDERIC BROOKFIELD, 49, assist- 
ant manager of John Hancock at Syra- 
cuse, N..Y., died after a long illness. He 
had been with the company 17 years. 








Convention Dates 





May 15, Hemispheric Insurance Day, 
Waldorf-Astoria, New York City. 

May 15-16, Assn. of Life Insurance 
Counsel, spring meeting, Greenbrier, 
White Sulphur Springs, W. Va. 

May 15-17, Canadian Life Insurance 
Officers Assn., annual, Seigniory club, 
Montebello, Que. 

May 18, St. Louis Sales Congress. 

May 18-19, Fraternal Managers Assn., 
Edgewater Beach hotel, Chicago. 

May 18-20, Florida Assn. of Life Un- 
derwriters, Biltmore hotel, Palm Beach. 

May 22-23, Life Office Management 
Assn., spring conference, Hotel Fonten- 
elle, Omaha, 

May 22-24, annual meeting of the 
Home Office Life Underwriters Assn. at 
the Hotel Statler in New York City. 

May 24-26, Life Insurers Conference, 
annual, Broadmoor hotel, Colerado 
Springs. 

May 26-27, Virginia Life Underwriters 
Assn., annual meeting and sales con- 
gress, Natural Bridge hotel, Natural 
Bridge, Va. 

June 1-2, Life Insurance Assn. of 
America, spring meeting, Chalfonte- 
Haddon Hall, Atlantic City. 

June 5-6, Society of Actuaries, Edge- 
water Beach hotel, Chicago. 

June 5-7, H. & A. Underwriters Con- 
ference, annual, Hotel Statler, New York. 

June 7, Fraternal Actuarial Assn., 
Edgewater Beach hotel, Chicago. 

June 7-9, Canadian Fraternal Assn., 
St. Donat, Que. 

June 12-16, National Assn. of Insur- 
ance Commissioners, annual, Chateau 
Frontenac, Quebec. 

June 15-17, A.L.C. Medical Section 
meeting, Greenbrier, White Sulphur 
Springs, W. Va. 

June 17, North Carolina sales congress, 
Charlotte. 

June 19-30, Life Officers Investment 
Seminar of American Life Convention, 
Beloit College, Beloit, Wis. 

Jan. 20-21, Life Underwriters Assn. of 
Canada, annual, Royal York hotel, To- 
ronto. 

June 26-27, Texas Life Underwriters 
— meeting and sales congress, Dal- 
as. 

June 26-30, International Assn. of A. 
& H, Underwriters, on steamer Greater 
Detroit. 

July 6-8, International Assn. of Insur- 
ance Counsel, Greenbrier, White Sulphur 
Springs, W. Va. 

July 31-Aug. 11, Annual C.L.U. insti- 
tute, University of Connecticut, Storrs. 

Aug. 22-25, Annual advanced under- 
writing clinic of University of Illinois, 
Urbana. 

Sept. 14-16, Federation of Insurance 
Counsel, annual meeting, Atlantic City. 

Sept. 18-20, International Claim Assn., 
Greenbrier hotel, White Sulphur Springs. 

Sept. 25-27, Life Office Management 
Assn., annual, Royal York hotel, Toronto. 

Sept. 25-29, National Assn. of Life Un- 
derwriters, annual, Hotel Statler, Wash- 
ington. 

Sept. 25-28, National Fraternal Con- 
gress, annual, Statler hotel, New York 
City. 

Oct. 3-6, American Life Convention, 
annual, Edgewater Beach hotel, Chicago. 

Oct. 23-25, Assn. of Superintendents of 
Insurance of Canada, General Brock ho- 
tel, Niagara Falls, Ont. 

Nov. 1-3, Institute of Home Office Un- 
derwriters, annual, Fontenelle hotel, 
Omaha. 

Nov. 9-11, Society of Actuaries, annual, 
Qereeeeter, White Sulphur Springs, W. 

a. 
Nov. 15-17—Annual meeting Life In- 
surance Agency Management’ Assn., 
Edgewater Beach Hotel, Chicago. 

Dec. 10-15, National Assn. of Insurance 
bo ania winter meeting, Los An- 
geles. 
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OUR 45th YEAR... 


Doing things a little differ- 
ently, we are “Forty-niners” 
in 1950,—that is, when this 
year is ended, this Company 
will be 49 years old, and 
already among the leaders 


in the business. 


With quite an array of out- 
standing production records 
already to our credit, we 
nevertheless expect 1950 to 


be our best. 


It has started 


that way, and we have a 
strong, well-trained well- 
equipped field force to keep 


up the good work. 
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12 FieNATIONAL UNDERWRITER 
become a partner in the general insur- 
LIFE AGENCY CHANGES ance agency of Anthony, McGrew & Ortenburg Opens Agency 
Edelstein in Chicago. Ernest A. Ortenburg, 
Western & Southern Life at Detroit 
Edelstein Agency Changes Point in 1928 and has been in the in- Travelers Raises Sears to for 16 years and sales supervisor of the 


J. Milton Edelstein, general agent for 
Connecticut Mutual Life at Chicago has 
appointed as agency supervisors Harvey 
J. Butsch and Harold V. Vollmann. Mr. 
Butsch is a man trained all the way by 
Mr. Edelstein with whom he started as 
an agent four years ago. One year ago 
he was appointed basic trainer for the 
agency. 


Mr. Vollman graduated from West 


surance business since 1931. Most re- 
cently he has worked for Continental 
Casualty and has been mid-west super- 
visor for Northern Life of Seattle. 

The Edelstein agency has opened a 
branch at Waukegan with Joseph S. 
Smith in charge. Mr. Smith had been 
with Massachusetts Mutual for 18 years. 

Edward G. Edelstein, who has been a 
supervisor in his brother’s agency, has 
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but they are in close agreement 
on the saleability of 


GENERAL AMERICAN LIFE’S 
PLANOLIFE CONTRACT 


Planolife is one juvenile contract that’s more than half-sold before it's 
shown. It provides $1,000 of insurance to age 21 that automatically 
increases to $5,000 thereafter with no increase in premium. Maturing 
at age 65, it provides the insured an attractive life income or the option 


of $5,000 in cash. 


“Why it's irresistible,” says Bob . . . “Ditto,” says Stanley and Jim. It’s 
one of the company’s many contracts that make these men agree in 
saying: “You're always in business at... 
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YOU CAN MAKE 


OPPORT UNITY 
KNOCK AT YOUR DOOR EVERY DAY! 


By showing your clientele our special packaged Life Insurance plans which 


combine savings with protection. 


We also offer a most complete line of Accident & Health, Hospitalization, Dread 
Disease, Polio, Group and Wholesale insurance. 
Top Commissions — Vested Renewals 


Direct agency and brokerage contracts available in the eleven Western States, 
also Oklahoma, Indiana, Michigan and Hawaii. General agencies available to 


those who qualify. 


Without obligation, write for our complete agency kit. All inquiries will be 


treated confidential. 


Constitution Life Insurance Company 


434 SOUTH VERMONT AVENUE 
LOS ANGELES 5, CALIFORNIA 


0. S. WEIDE, Executive V. P. 


- 


F. L. SCHULTZ, Agency Director 








Home Office Group Post 


Robert F. Sears, regional group super- 
visor for Travelers at Philadelphia since 
1936, has been pro- 
moted to superin- 
tendent of group 
sales at the home 
office. He has been 
with Travelers 
since 1926. He was 
appointed a field 
assistant at Chi- 
cago in 1927 and 
assistant manager 
there in 1931. Mr. 
Sears transferred 
to Pittsburgh as 
district group su- 
pervisor in 1932 and 
served in this ca- 
pacity at Detroit. 





Robert F. Sears 





F. P. Gilbert Group Manager 


Fred P. Gilbert, Dallas group repre- 
sentative for Bankers Life of Iowa 
since 1948, has been promoted to man- 
ager of the Dallas regional group of- 
fice. His office will serve northern 
Texas and Oklahoma. He _ joined 
Bankers Life’s group department in 
1946, after nearly four years in the air 
force. He was appointed group repre- 
sentative in Houston in 1948 and three 
months later was transferred to Dallas. 





Greenburg, Piatt Promoted 


Frank M. Greenberg, a staff man- 
ager for Prudential at Far Rockaway, 
N. Y., has been appointed manager of 
district 6 at Brooklyn, replacing Ed- 
ward C. Dohse who thas been trans- 
ferred to Brooklyn district 7. 

Robert R. Piatt, a staff manager at 
Bethlehem, Pa., has been named dis- 
trict manager at Shamokin, Pa. He 
succeeds Berton E. Klinetob, who is on 
sick leave. 


Macker Co-General Agent 


Donald J. Macker, since 1948 as- 
sistant to Aubrey E. Green, general 
agent of Manhattan Life at Westwood, 
N. J., has become co-general agent, the 
firm name being Green & Macker. 

Mr. Green has been in the business 
more than 20 years and a Manhattan 
Life general agent since 1934. Mr. Mack- 
er last year won an award for leading 
the company in combined volume and 
number of lives. 





Soule Acting Manager 


A. Lee Soule, Jr., cashier for the 
New Orleans agency of New England 
Mutual for 27 years, has been ap- 
pointed acting manager. He succeeds 
the late Wilson Williams, who headed 
the Louisiana agency for 38 years. 

Thomas C. Nicholls, Jr., who 
been with the company 15 years, 
been named director of -training. 


has 
has 





Harris Made Baltimore G.A. 


Joseph X. Harris, formerly associate 
general agent, has been named general 
agent at Baltimore 
for hey ag ee Na- 
tional. . J. Clau- 
tice, sr member 
of the agency, is 
retiring because of 
ill health but will 
continue with the 
agency. 

Mr. Clautice 
founded the agency 
in 1932 and Mr. 
Harris joined him 
in 1939. The agency 
has more than $13 
million in force. 





J. X. Harris 


Earl B. Brink agency for four years, 
has started the Companion Insurance 
Agency, 454 Book building, which wil 
represent United Benefit Life, Mutual 
Benefit H. & A., United Benefit Fire, 
Citizens Mutual and Globe Indemnity. 


W. & S. Promotes Three 


Western & Southern has promoted 
William H. Whetsone from associate 
manager at Sandusky, O., to manager at 
Barberton, O.; Cecil H. Gladish to as. 
sociate manager at Princeton, Ind.; and 
Richard B. Cercone to associate man- 
ager at the Pittsburgh-south district, 


Morris Named at Waukesha 


Wisconsin Life has appointed J. Rus- 
sell Morris general agent for Waukesha, 
Wis. He succeeds the late William A, 
Freehoff. Mr. Morris has six years’ ex- 
perience in life insurance. 


Hierholzer to Ill. Bankers 


Frank R. Hierholzer has resigned as 
manager for Western Reserve Life at 
San Antonio to become general agent 
there of Illinois Bankers Life. 














Frank H. Scanlan has retired as as- 
sistant district manager of John Han- 
cock at Buffalo after 40 years service. 
He was presented a ring and wrist- 
watch at a dinner in his honor. 





NOW READY—A POCKET 
ENCYCLOPEDIA ON LIFE 
INSURANCE TAXATION 


Covers the whole field of taxation 


of life insurance . . . annuities ... 
endowments . . . employee plans 
. income taxes . . . gift taxes 
. estate taxes . . . option taxabil- 
ity ... marital deduction qualifica- 


tion... group life . . . accident 
and health . . . business insurance 
taxation... ” premium deductions 


. policy loan taxation, plus a 
hundred other questions to which 
life underwriters want authorita- 
tive answers! 


The moment you get your copy of 
the NEW R & R TAX HAND- 
BOOK, we believe you'll agree 
that Dr. E. H. White, Director of 
our Advanced Underwriting Serv- 
ice, has given life underwriters the 
real answer to what a Tax Hand- 
book should be. 


This new Tax Handbook will give 
you in the bat of an eye-lash the 
answers to 133 of today’s most- 
asked questions on taxation of life 


insurance and annuities. Single 
copy, $1.35. 

EVERY AGENT... EVERY 
AGENCY ... EVERY HOME 
OFFICE . . . OUGHT TO 
HAVE A COPY. ORDER 
YOUR COPY NOW. IF YOU 


ARE NOT DELIGHTED WITH 
IT, WE'LL CHEERFULLY 
MAKE FULL REFUND. 


PAUL SPEICHER 








President 


INSURANCE 
RESEARCH & REVIEW SERVICE 


INDIANAPOLIS 


THE 
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~_ COMPANIES 


SALES MEETS 





Continental to 
Boost Capital 
to $4 Million. 


Stockholders of Continental Assurance 
at a special meeting June 14 will vote 
on a recommendation of directors that $1 
million of surplus funds be capitalized. 
This would be accomplished by increas- 
ing the number of $10 par value shares 
from 300,000 to 400,000, and declaring a 
stock dividend in the ratio of one new 
share for each three shares held o 
record at a date later to be determined. 

President Roy Tuchbreiter in a mes- 
sage to stockholders, pointed out that 
Continental Assurance on Dec. 31, 1949, 
ranked 27th among all Canadian and 
U. S. companies in respect of insur- 
ance in force. As of March 31, insurance 
in force exceeded $1,289,000,000 which 
compares with $1,226,550,718 at Dec. 31, 
1949. The assets at Dec. 31 were $148,- 
366,361 and capital, surplus and con- 
tingency reserves were $15,739,850. It is 
contemplated that the regular quarterly 
dividend of 30 cents per share will con- 
tinue to be paid on the increased num- 
ber of shares and that as heretofore, 
consideration will be given in the last 
quarter of each year to the payment 
of an extra dividend. 

On the same date, 
Continental Casualty will vote on a 
proposal to increase capital of that 
company from $6 million to $7% million 
or a stock dividend of one for four. 


stockholders of 


National Life Helps Banks 
Finance Vermont Projects 


MONTPELIER—For many years 
National Life of Vermont has followed 
a policy of not competing with banks 
for business loans located in Vermont. 
But recently some Vermont enterprises 
have been having trouble finding invest- 
ment capital because of needs beyond the 
capacity of local banks. 

To take care of this situation, L. 
Douglas Meredith, executive vice-presi- 
dent of National Life, has informed 
Vermont bankers that if they have 
borrowers seeking credit beyond their 
statutory limitations the company will 
be glad to consider sharing the loan, 
provided the bank will participate at 
least to the extent of two-thirds of the 
maximum loan it is permitted to make. 
The proposal has already met with high- 
ly favorable response. 


Protests Stock Deal to ICC 


_ Metropolitan Life, as owner of pre- 
ferred and common shares of the New 
Haven Railroad, has filed a protest with 
Interstate Commerce Commission over 
the plan of Frederick C. Dumaine, 
president of the road, to sell his hold- 
ings of Boston and Providence Rail- 
road Co. 5% debentures to the New 
Haven. 

Stockholders of the New Haven have 
authorized purchase of the debentures. 
Metropolitan Life has asked the ICC 
to intervene, saying that the New Haven 
operates the B&P under a lease and 
the debentures represent the entire 
funded debt of the B&P, new in re- 
organization. 

Metropolitan claims the debentures 
are not worth the amount the New 
Haven proposes to pay for them. 


Another Manhattan Trophy 


A new Manhattan Club trophy, for 
leadership in paid premiums during the 
club year, has been announced by Man- 
hattan Life. There are four awards for 
competition by personal producers. 
There is also a personal volume award 
for general agents and two for general 
agencies. 





Penn Mutual Has 
5-Agency Regional 


Penn Mutual Life held a regional con- 
ference at Virginia Beach for its Bethea 
and Engelsman agencies of New York 
City, the Rasmussen agency of Newark 
and the Arnold agency of Harrisburg, 
aud om Marr agency of Washington, 
yr. G, 

The program made every member of 
the audience a participant, each man 
attending one of five seminars on suc- 
cessful prospecting and successful clos- 
ing ideas. Later, all five seminar groups 
were assembled and thé 10 winning 
ideas were presented by the winners. 

Vice-president Eric G. Johnson, Willis 
H. Satterthwaite, counsel, and Dr. Rob- 
ert L. Weaver, medical director, were 
speakers the first day. Malcolm Adam, 
president, was the speaker at the closing 
session. 


District Managers Meet 


District managers of American Hos- 
pital & Life met at New Braunfels, 





Tex., for a two-day conference under 
the direction of President S. E. Mc- 
Creless and Stanley Cole, vice-presi- 
dent and director of agencies. 

Other speakers were W. C. Murphy, 
vice-president; Henry von Pein, second 
vice-president and group department 
head; Ernest Severin, chief underwriter; 
William Hinsch, actuary; A. W. Cant- 
well, second vice-president and man- 
ager of A. H. department; Revice 
Brown and B. A. Laudermilk, superin- 
tendents of agents. 


Manhattan Centennial to Be 
Oct. 9-13 at San Antonio 


Dates for the 100th anniversary 
agency conference of Manhattan Life, 
to be held in San Antonio at the Hotel 
Plaza, will be Oct. 9-13. 


Southwestern Holds Rally 


The annual convention of Southwest- 
ern Life was held at San Antonio with 
about 400 attending. The first two ses- 
sions were devoted to meetings of the 
Top Club and Southwestern Life Club, 
leading producers organizations. 

Speakers were James R. Wood, presi- 


dent; Dr. H. E. Wiley, medical direc- 


tor; James P. Swift, general counsel; W. 
G. Garver, San Antonio; W. B. Currie, 
Jr., Haskell, Tex.; Robert L. Maxwell, 
Dallas; Stanley W. Foran, Dallas, and 
Rupert N. Gresham, San Antonio attor- 
ney. 

Mr. Carver received the individual 
leader award. 


Big CTA Risk to Travelers 


Chicago Transit Authority is consoli- 
dating its insurance policies covering 
life, accident, hospital and surgical ben- 
efits for 21,000 employes. Travelers, 
which presently is on the risk along 
with Zurich and Metropolitan Life, will 
handle all of the insurance under the 
new plan which becomes effective July 
1. It is estimated the move will save 
$30,282 the first year and $36,623 yearly 
thereafter. 








Alexander Sun Treasurer 


E. R. Alexander has been named 
treasurer of Sun Life of Canada to 
succeed H. P. Thornhill who has re- 
tired. Mr. Alexander is a graduate of 
McGill and Harvard and joined the in- 
vestment department of Sun Life in 
1925. He was appointed assistant treas- 
urer in 1942 and associate treasurer in 
1945. 
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COMPLETE PERSONAL INSURANCE COVERAGE AMONG COMPANY MEN _ i 


REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


THEO. P. BEASLEY, President 
ahOl.) an Ol aahan: 


Life Insurance in force exceeds $297,000,000.00 


DALLAS, TEXAS 











ANNOUNCING OUR 
NEW DELUXE SERIES OF 
ACCIDENT and SICKNESS POLICIES 


Everything to fit your client’s needs— 


@ Lifetime Accident 

@ Sickness—full non-confining available 

@ Hospital and Surgical — Individual and Family 
Group. 

@® Accident Medical Expense 

@ 2-year Incontestable Clause 

@ Many other liberal sales aids 


WRITE FOR A COPY OF OUR NEW BRIEF SALES COURSE 
FOR A & H INSURANCE, FORM #120-A, WITHOUT 
OBLIGATION. 


YOUR OPPORTUNITY — ¥stablish and Build a di- 
rect Accident, Health and Hospitalization Insur- 
ance Agency 


Operating in the Heart of the Middle West 


ONE OF AMERICA’S MOST PROGRESSIVE LIFE, 
ACCIDENT AND HEALTH INSURANCE COMPANIES 


WISCONSIN NATIONAL LIFE INSURANCE COMPANY 


OSHKOSH, WISCONSIN 


First Legal Reserve Stock Life Insurance Company 
Incorporated in the State of Wisconsin 




















L’Estrange to 
United American 


G. A. L’Estrange has resigned as 
vice-president and agency director of 
Capitol Life of 
Denver to join 
United American 
Life of Denver as 
vice-president. 

Mr. L’Estrange 
entered insur- 
ance in 1920 as an 
A. & H. claims ad- 
juster. He was 
with the former 
Abraham Lincoln 
Life for a number 
of years and after 
that with Washing- 
ton National. In 
1936 he went with 
Wisconsin National, becoming its vice- 
president and agency director and later 
a director. 

In addition to his general administra- 
tive duties at United American, Mr. 
L’Estrange will coordinate and direct 
agency activities in the life and A. & H. 
department. He is on committees of the 
American Life Convention, L.I.A.M.A., 
Insurance Economics Society, and H. 
& A. Underwriters Conference. 


W. & S. Promotes 
Dr. Bush, 2:Others 


Western & Southern Life has ad- 
vanced Dr. Earl R. Bush from associate 
medical director to medical director, 
George E. Biesack from manager of the 
ordinary change department to general 
manager of the ordinary policy division, 
and John H. Ross from assistant man- 
ager of the ordinary change department 
to succeed Mr. Biesack. 

Dr. Bush, formerly of the U. S. pub- 
lic health service, and Cincinnati re- 
gional medical officer of the veterans 
administration, received his medical de- 
gree at Indiana University. He is a 
veteran of the first war. 

Mr. Biesack joined Western & South- 
ern in 1925. 

Mr. Ross joined the company in 1926, 
becoming assistant manager of the ordi- 
nary policy loan department in 1935. He 
became assistant ordinary change man- 
ager on return from military service in 
1946. 


Sym Named to Head A. & H. 
for Provident Life of N. D. 


Provident Life of North Dakota has 
appointed Alex H. Sym as director of 
the A. & H. de- 
partment, The com- 
pany recently 
brought out its 
first disability con- 
tracts. 

Mr. Sym was 





G. A. L’Estrange 











formerly — superin- 
tendent of branch 
offices for Great- 
West Life, which 
he joined in 1929. 
He has been in the 
actuarial, agency 
and A. & H. de- 
partments, besides Alex H. Sym 


which he spent two 
years in the field in sales work. 





Reserve of Dallas Names 
Dr. Carter Medical Chief 


Reserve Life of Dallas has appointed 
Dr. David W. Carter of Dallas as med- 
ical director. He is a graduate of South- 
western University and obtained his 
medical degree at Johns Hopkins. He 
served in the army medical corps in the 
first war. He has been a member of 





“night workers in all-night restaurants, 


the Dallas board of education Since 
1925 and was its president from 1934 
to April 1, 1950. 


Pacific Mutual Names McKee 


H. F. McKee of Roseville, Cal., hag 
been appointed western division fielg 
supervisor for northern California jp 
po railroad department of Pacific My. 
tual. 


Pilgrim Advances Walker 


Pilgrim H. & L. has advanced James 
H. Walker from vice-president and as. 
sistant agency director to agency dj. | 
rector. He succeeds the late J. Thomas 
Walker. 
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Poe Louisiana President; 
Legislative Program Set Up 


NEW ORLEANS — Louisiana Assn, 
of Life Underwriters held its annual 
meeting and sales congress here. Many 
of the congress speakers discussed the 
threat to private enterprise insurance 
that is developing through expansion of 
the social security system. 

Incoming officers of the Louisiana as- 
sociation are: President, Reginald Poe, 
Pilot Life, Shreveport; vice-president, 
T. A. Wakeman, United Mutual Life 
Baton Rouge, and secretary, John Edge, 
Southern National Life, Shreveport. The 
outgoing president is Seth W. Ryan, 
Sr., Guardian Life, New Orleans. 

The association has a four-point leg- © 
islative program, which is endorsed by | 
Commissioner Martin, as follows: To 
permit investment of funds of minors 
in life insurance; to obtain a legal defini- 
tion of pension trusts in order to clear 
up legal doubts; to enact a licensing 
qualification law with written examina- 
tion, and to define group insurance. 

The Louisiana association has 354 
members and is in sound financial con- 
dition, Mr. Ryan said in his report. The 
coming year it will develop its speakers’ 
bureau, but it has decided to abandon a 
plan for formation of a Leaders Club 
among producers. 

Speakers at the sales congress were: 
C. W. Wyatt, vice-president John Han- 
cock; Martin Culpepper, superintendent 
of agencies of Metropolitan Life in the 
south central area; John P. Williams, 
American College; Judd C. Benson, F 
N.A.L.U. president; Foster Vineyard, F 
general agent Aetna Life, Little Rock; | 
William Walsh, vice-president Equitable F 
Society; John S. Thompson, president | 
Mutual Benefit Life, and John C. Leslie, | 
Insurance Record. 4 


Va. Assn. Meeting, Sales 
Congress May 26-27 


The Virginia Life Underwriters Assn. 
will hold its annual meeting at Natural 
Bridge hotel, Natural Bridge, Va., the 
afternoon of May 26, followed by a so- 
cial hour, banquet and dance. The sales 
congress will be the following morning, 
followed by a luncheon. In the after- 
noon the new state and local officers 
will meet, after which there will be a 
smorgasbord dinner, a musical pageant, 
and square dance. 

The Lynchburg and Valley associa- 
tions will be hosts. 


Make Test of Night Selling 


GRAND RAPIDS, MICH.—An un- 
usual test of night selling was staged 
here by about 20 members of the 
L.U.T.C. class sponsored by Grand 
Rapids Assn. of Life Underwriters. 

The salesmen started out at dusk 
and worked until midnight, contacting 





filling stations, stores, garages, police 
stations, hospitals and fire stations. 
Meeting at midnight in a downtown 
restaurant, the men checked their re- 
sults. Out of 56 calls made and 38 
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interviews obtained, 17 applications 
were taken for a total of $85,000. 





Minehan Addresses Chicagoans 

William B. Minehan, assistant secre- 
tary of Northwestern Mutual Life, will 
speak on estate problems at a luncheon 
meeting of Chicago Life Insurance and 
Trust Council on May 16 which is pre- 
sented for entire membership of the 
Chicago association. 

The Trust Council will hold its annual 
golf party on June 29 at the Sky Crest 


country club. 





James C. McFarland, Cincinnati gen- 
eral agent of Ohio State Life, will ad- 
dress sales congresses at Greenville, 
Ss. C., May 17 and Columbia May 18. 

Sioux Falls, S. D.—Loran Powell talked 
on the development of the Life Under- 
writer Training Council courses. As a 
result, managers and general agents 
voted to approve the course for Sioux 
Falls agents. Approval by the agents is 
expected at the next association meeting. 

Eau Claire, Wis. — Sylvester Manix, 
general agent Old Line Life, was elected 
president of Chippewa Valley associa- 
tion to succeed T. J. Litsheim. Gordon 
Fleming, Washington National, is vice- 
president; L. C. Lewis, North American 
Life & Casualty, treasurer, and Mrs. 
Anna Thompson, secretary. 

L. O. Peterson, field secretary for so- 
cial security board, discussed the social 
security law and proposed changes. 

Ashland, Ky.—Gilbert W. Gerhold, New 
England Mutual, Huntington, W. Va., 
spoke . 

Cincinnati—The annual outing will be 
held May 26 at Clovernook Country Club. 
Following golf, cards, baseball and other 
sports, a buffet supper will be served. 
H. S. Pressler, John Hancock, is in 
charge of arrangements. The nominat- 
ing committee, which will submit two 
separate tickets for officers and direc- 








PROVIDING FAMILY SECURITY 
FOR OVER HALF A CENTURY 

















WANT ADS 


tors, will be elected at a special meeting 
May 16. 

Pittsburgh—Graham A. Walter, Toron- 
to manager for Canada Life, will be the 
speaker at the luncheon meeting May 18. 


Rockford — The annual educational 
conference drew 200 agents from north- 
ern Illinois and southern Wisconsin 
towns. As a sidelight of the meeting, 
a contest was conducted in which each 
delegate estimated the total amount of 
life insurance in force on the assem- 
blage. It turned out that the total in 
force was $5,128,030, an average of 
$33,000 per man. 

Kokomo, Ind. Commissioner Vieh- 
mann of the Indiana department spoke 
on the problems of departmental con- 
trol over agents’ licensing particularly 
non-resident agents. 


Bismarck, N. D.—In its compulsory 
sickness compensation and _ medical 
care program the government seeks to 
destroy the most successful medical sys- 
tem the world has ever seen and to 
substitute for it a system that has failed 
everywhere else, E. H. O’Connor, execu- 
tive secretary, Insurance Economics So- 
ciety, told the North Dakota association 
at a meeting here. 


Kansas—Hutchinson Life Underwrit- 
ers association has been announced as 
winner of the 1949-50 membership cam- 
paign of the Kansas association. Its 
officers were awarded complimentary 
tickets to the annual meeting and sales 
congress, May 12-13 at Salina. 











Forum for Small Business 

A forum for small business will be 
presented jointly by the St. Louis C.L.U. 
chapter, Corporate Fiduciaries Assn. of 
St. Louis and St. Louis Life Insurance 
& Trust Council May 12. 

At the afternoon session Erik C. 
Boye of Peat, Marwick, Mitchell & Co., 
certified public accountants, St. Louis, 
will speak on “Section 102 of the 1946 
Revenue Act—What Can You Do About 
It?” and A. C. Thornton, industrial 
relations manager International Min- 
erals & Chemical Corp., Chicago, on 
“Pensions—Who Should Provide Them 
—the Federal Government — Private 
Business—or Both?” 

At the dinner W. J. Casey, chairman 
board of editors Research Institute of 
America, will speak on “What Is Hap- 
pening to Small Business and What Can 
You Do About It?” 


Looking But Not Leaping 


Mutual Life and New York Life, 
whose representation at the L.I.A.M.A. 
spring A. & H. conference in Chicago 
stirred up comment that they might be 
entering the field, have no present in- 
tentions of writing the line, spokesmen 
for both companies indicated. Each 
company has a research department that 
makes constant studies of various 
aspects of the business to keep informed. 
In addition, officials may attend meet- 
ings on subjects unrelated to present 
company activity to keep abreast of de- 
velopments. Both companies said they 
keep an open mind on all subjects and 
taking a closer look at some activity 
doesn’t necessarily mean that they have 
decided to make a move along that line. 














ACTUARY WANTED 


An opportunity for the right man. 
A middle-west mutual life insurance 
company wants a competent actuary 
with some general home office ex- 
perience. Age—middle thirties. Per- 
sonality to merit consideration for 
advancement. Address Z-79, The 
National Underwriter, 175 W. Jack- 
son Blvd., Chicago 4, Illinois. 











WANT YOUR OWN AGENCY? 


General Agent opening in Willmar, Minnesota 
for experienced Life Agent. Liberal commis- 
sions; New Man Training Bonus; etc.; Life, Non- 
Can Guaranteed Renewable H & A and Hos- 
pitalization. Your confidential inquiry invited. 
Pioneer Mutual Life, Fargo, North Dakota. 











Currie Not in NALU Race 
for Secretary—This Year 


Charles J. Currie, manager for 
Mutual Life at Atlanta and trus- 
tee of National Assn. of Life 
Underwriters, has announced that 
he will not be a candidate for sec- 
retary of N.A.L.U. this year. Mr. 
Currie said that while many 
friends had urged him to run he 
had decided after careful consid- 
eration not to be a candidate. He 
pointed out that David B. Fluegel- 
man, Northwestern Mutual, New 
York City, is a secretary candi- 
date and Mr. Currie believes that 
Mr. Fluegelman, who has been a 
trustee since 1947, has the experi- 
ence to measure up to all the re- 
quirements of the job and Mr. 
Currie plans to support him, add- 
ing that if his friends wish to offer 
his name next year he will be 
glad to give the matter serious 
consideration. 
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GROWING PREMIUM VOLUME 
proves success of ( 
STERLING General Agents 































































































General Agency Territories 
now open in Pennsylvania— 
Kentucky — Northern Ohio 











@ If you are interested in a real opportunity 

for general agency profits—take a good look at STERLING. 

This company offers all these factors for big, rapid growth: 

@ Complete coverage—non-cancellable health and accident... 
Silver Seal Plan for medical, surgical and hospital care... 
superior income protection plans . .. new doctor bills coverage, 
...every standard form of life insurance. 

@ Aggressive promotion. 

@ Home Office cooperation—sales-wise help in creating and’ 
maintaining business. 

@ Top commissions—first year and vested renewals. 

Figures on actual sales by STERLING general agencies are | 
available to interested men in open territories. For complete 
information write today to: 


L. A. BRESKIN, President ; 
1402 Sterling Building © Chicago 11, Illinois 


STERLING INSURANCE COMPANY 








A friendly agency 
minded Company 
whose 50 years of 


progress has been 
built on service. 







ATLANTIC LIFE 


INSURANCE COMPANY 

















Khichmond,. Virginta 
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! OUR BUSINESS 


Life Insurance was founded on the principle that theirs 
is the administration of a public trust—that funds 
entrusted to them must be held inviolate. More than 
Eighty million Americans have entrusted their dollars 
to the safe-keeping of Life Insurance Companies that 
they may have security. 


4 out of every 5 families are protected by one or 
more policies . . . the policies totaling $213 billion 
of insurance. 


Guaranteeing this protection are assets of $59.3 bil- 
lion . . . invested for the protection of the policy- 
owner, aiding America's growth. 


Last year $1.5 billion was paid out in death benefits 
. « « $2 billion was paid to living policyowners. 


Directly and indirectly, life insurance serves every 
American, pays off in the present, every day of the 
year. 


Are you interested in becoming a part of this busi- 
ness? You will find it pays to be friendly with 











PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 






| | | Frankfort 


Indiana 








WHAT COMPANY CHOOSES ITS AGENTS 
CAREFULLY, TRAINS THEM WELL? 


& v4 
7 


Ask the people of WASHINGTON— 


who are placing an increasing volume of insurance in force 





through our representatives each year. They will tell you 
| that Provident men in the Evergreen state are able, well 


Our 


field training program has been carefully engineered to attain 


trained and personable people. This is no accident. 


this objective. 


Our agents are covered by Social Security. We also have 
established for them a pension plan, group insurance and 
accident insurance. They have high average earnings. A far 
higher than average number of Provident men qualify each 
year for the National Quality Award. These things didn’t 
just happen — we planned it that way! 


HE PROVIDENT 


LIFE INSURANCE COMPANY 
BISMARCK,NORTH DAKOTA 
LIFE* ACCIDENTe HEALTHe HOSPITALIZATION 
JOSEPH DICKMAN, Vice President 























"The Provident States" 
NORTH DAKOTA — SOUTH DAKOTA — MINNESOTA — WASHINGTON — OREGON — MONTANA 


Houze Takes 
Denver Post 


William M. Houze, who has been a 
prominent factor in the life insurance 
business at Chi- 
cago for the past 
20 years, is moving 
to Denver to be- 
come a_ partner 
and head of the 
life department of 
the Rex West 
agency there. This 
agency, in addition 
to its fire and cas- 
ualty connections, 
is life insurance 
general agent for 
Colorado for Con- 
tinental Assurance 
and Mr. Houze 
intends to develop this business in a 
very aggressive way. 

He started as an office boy in the 
John Hancock Mutual Life general 
agency of his late father about 20 years 
ago. Then he became a personal pro- 
ducer, later supervisor and at the time 
of his father’s death he was associate 
general agent. For the past 3% years 
he has been brokerage manager of Life 
Associates of Chicago, which is general 
agent for Continental Assurance. His 
personal production has amounted to 
as much as $114 million in a single 
year. 


~ 





W. M. Houze 


Selection Men’s 
Agenda Complete 


The agenda has been completed for 
the annual m€eting of the Home Office 
Life Underwriters Assn. on May 22-24 at 
New York City. Chairman of the ses- 
sion on the opening morning will be 
A. P. Morton, Prudential, and the guest 
speaker, J. A McLain, president of 
Guardian Life; George W. Cheney, 
Phoenix Mutual, will be chairman of the 
afternoon session with A. C. Webster, 
Mutual Life, discussing attending phy- 
sicians’ statements and Robert O. 
Menge, Lincoln National, treating habits 
experience. 

The morning of the second day, Mr. 
Webster will be chairman and J. C. 
Archibald, Bankers Life of Iowa, will 
discuss insurable interest. There will 
be an informal discussion on the ben- 
efits of reinsurance and on the trend 
toward more liberal non-medical rules. 
Marshall L. Cleaves, Home Life, will 
lead a discussion in the afternoon on the 
selection and training of underwriters, 
rules for additional medical require- 
ments over a certain amount, and on 
current underwriting problems. 


To Discuss Atomic Workers 


Chairman of the occupational com- 
mittee session on the final morning will 
be Wm. C. Harrison, New York Life. 
R. C. Stratton, Travelers, will talk on 


the underwriting of applicants working ° 


in the plants of the atomic energy 
commission. Dr. Nathan H. Woodruff, 
of the atomic energy commission, will 
speak on handling radio active iso- 
topes; C. C. Payson, Connecticut Gen- 
eral, will speak on jet propulsion and the 
resulting component sound, while Morris 
Pitler Mutual Life, will discuss pot- 
teries. 

Chairman of the final session on in- 
dustrial underwriting will be Wray M. 
Bell, London Life of Canada and J. M. 
Little, Prudential, will speak on the field 
man’s viewpoint. Informal discussion 
will treat problems of handling replace- 
ment business, cooperation between un- 
derwriting and claim departments, sim- 
plification of underwriting practices, ex- 
perience in post-issue checking of new 
business, problems in sub-standard un- 
derwriting and issue of debit policies, 
problems of applications for members of 
one family, evaluation of applications 
with rejection files for approval of is- 


sues, underwriting of double indemnity 
and disability benefits in industria] poli. 
cies by means of separate riders, hay. 
dling of improperly completed applica. 
tions and agents’ reports in place g 
commercial inspection reports. . 


State Disability 
Plans Discussed 


There was considerable discussion 0 
state temporary disability laws at the 
recent joint meeting in Worcester 9 
the Boston and Hartford actuariey 
clubs. Charles G. Hill, Massachuset 
Mutual, said the effectiveness of th 
job private companies can do depend; 
on the type of state law. He said th 
trend in New Jersey is to private com. 
panies and that the companies feel they 
can do a good job under the New York 
law. He mentioned the Rhode Islan) 
experience to show what can _ happen 
under a poor law ridden by bureay. 
cracy, with poor claim administratio, 
and political appointees. 

Morris Pike, John Hancock, said tha 
employers should consider the possi. 
bilities of protecting employes from dis. 
abilities, for if this is not done the 
there will be more legislation. The ai. 
ministrative agency should not be eithe 
the unemployment compensation boari 
or the workmen’s compensation board 
but a new board should be formed sing 
there are definite distinctions in cover. 
age. While companies can expect the 
states to exercise increasing supervision 
in all lines of insurance, they shoul 
make sure to keep themselves strong 
do a better public relations job and de. 
velop the feeling that private insurance 
can provide satisfactory coverage. 


Doesn’t Merit Compulsion 


john M. Powell, Loyal Protective 
advised working for a plan that is not 
unfavorable to the companies. He said 
there will be a fight every year fora 
plan until one is adopted. His feeling 
is that the cash sickness problem is not 
sufficient to merit being made com- 
pulsory. 

George Davis, Life Insurance Assn, 
of America, mentioned the obvious u- 
desirable aspects of compulsion, which 
should be accepted only if necessary 
politically. He urged expansion of vol 
untary coverages. He observed that a 
effect of such state laws on companies 
would be substantial, particularly it 
bringing about a greater regulation 0 
company operations and rates. 

John H. Miller, Monarch Life, said} 
that we may be drifting toward federd} 
provision for medical aid. He urged tha} 
efforts should be made to work out: 
non-federal solution. 

Edward A. Green, John Hancock} 
said that compulsion limits flexibility) 
and sets a minimum which could de 
velop into a maximum. He said con- 
panies should try to clean out “blind 
spots,” for example, by providing fort 
catastrophic medical costs. 























Brooklyn G.A.s Moving 


Herman Reinis, general agent 0 
Manhattan Life at Brooklyn, is mov- 
ing into the former location of Sam 
B. Sapirstein, Continental Americas, 
who moves to larger offices at 66 Court 
street. Max J. Hancel, former general 
agent of Continental American in New 
York City, is now making his heat: 
quarters with Mr. Sapirstein. 


Seminars for Conn. Mutual G.A.s 


The first of a series of advanced un- 
derwriting training seminars for general 
agents of Connecticut Mutual is being 
held in Kansas City this week. E. A. 
Starr, assistant superintendent of aget- 
cies, is in charge. 

George F. B. Smith, agency vice- 
president, Paul A. Hoeffer, assistant 
counsel, Robert B. Proctor, agency as 
sistant and C. Carlton Coffin, Jr., of the 
agency department, conducted the ses- 
sions. 
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Combination | 
Companies Stress 
Field Relations 


“\ complete understanding between 
the home office and the field is abso- 
jutely essential to a well-run company, 
E. B. Stevenson, executive vice-presi- 
dent National Life & Accident, said at 
the L.I.A.M.A. combination company 
conference at Asheville, N. C. ; 

Mr. Stevenson discussed improving 
channels of communication between 
home office and field. Previously Mal- 
colm C. Young, 2nd vice-president John 
Hancock, chairman of the meeting, wel- 
comed the group at a fellowship lunch- 
eon. Mr. Stevenson said it is necessary 
to use every medium available in col- 
lecting and distributing information. It 
is not only important that the field force 
be kept completely informed as to home 
office problems, but also that the home 
office be kept informed of field problems. 
A sympathetic understanding results and 
when decisions are reached they are 
usually satisfactory to all concerned and 
cooperation will follow. 


Trend Toward Councils 


Out of the audience discussion came 
a noticeable trend toward establishment , 
of management councils among small 
and large companies. Morton Boyd, 
president of Commonwealth Life, said 
his company’s management council is 
one of its best aids to improve man- 
agement. 

Walter S. J. Shepherd, 2nd vice-pres- 
ident Metropolitan, said his company 
has had great success with its council. 





U. S. Families’ Life 
Insurance Tops 
Quarter Trillion 


American families now own more 
than a quarter of a trillion dollars of 
life insurance protection of all kinds, the 
Institute of Life Insurance reports. 

The aggregate of this $254 billion was 
made up as follows: $202 billion owned 
by the 78 million policyholders of the 
legal reserve companies; $43 billion Na- 
tional Service and government life in- 
surance owned by veterans: $8.4 billion 
fraternal life insurance; half a billion 
issued by savings banks in New York, 
Massachusetts and Connecticut; and 
$400 million assessment association life 
insurance. 

The aggregate of life insurance owned 
by American families today is nearly 
twice the amount owned at the start of 
the war, according to the institute. 





May Up Annuity Limits 


The Canadian Parliament is expected 
to increase the limit on government 
annuities from its present $1,200 to 
$1,800. It is estimated the increase will 
raise the amount of business in force 
anywhere from $100 millions to $200 
millions. 


Poppin Heads Detroit CLU 


The Detroit C.L.U. chapter has 
elected Howard P. Poppin, Metropoli- 
tan Life, president; Benjamin H. Micou, 
New England Mutual, vice-president; 
Miss Lillian G. Hogue, New York Life, 
secretary (reelected), and John H. Ken- 
nedy, Equitable Society, treasurer. 


H. L. Wofford to N. E. Mutual 


Harris L. Wofford, immediate past 
president of the New York City Life 
Managers Assn., has joined New Eng- 
land Mutual’s Huppeler agency in New 
York City. 

Mr. Wofford’s first affiliation with 
New England Mutual was in 1919 in 


the Edward W. Allen agency, New 
York City. He was manager for Pru- 
dential in Johnson City, Tenn., from 
1923 until 1931 and at New York from 
then until April 1, 1950, when he re- 
signed to go into personal production. 


S. H. Barnard Heads 
Michigan Assn. 


DETROIT—Michigan Life Under- 
writers Assn. has elected Stephen H. 
Barnard, New England Mutual, Grand 
Rapids, president, and Mac F. Begole, 
Massachusetts Mutual, Detroit; Leonard 
MacKinnon, National Life of Vermont, 
Flint; August Roty, Metropolitan, Jack- 
son, Louis Pohl, Life of Virginia, Pon- 
tiac, vice-presidents. Harold Brogan was 
reelected secretary. 








David Peck II] Advanced 


David B. Peck III, has been elected 
vice-president and a director of Mc- 
Cormick, Beatty, Lamb & Fergus, gen- 
eral agents in Chicago for Columbian 
National Life. He is one of Columbian 
National’s leading personal producers 
and a member of its agents advisory 
board. He has been with the agency 
about three years. 





Would Up NSLI Disability 


WASHINGTON—The House vet- 
erans affairs committee favorably re- 
ported bills to permit increase from $50 
to $100 in maximum National Service 
life disability income upon payment of 
additional premiums; also to apply NSL 
dividends payable after Jan. 1, 1951, 
toward premiums. 


NEWS BRIEFS 


Raymond C. Rouse, assistant man- 
ager of Home Life, N. Y., since 1949, 
has been appointed supervisor in the 
J. C. Benson agency of Union Central 
Life. He joined Home Life in 1944 in 
Washington after experience in the real 
estate business and as a manufacturers 
agent, becoming assistant manager there 
in 1946. He served as assistant manager 
and manager at Philadelphia from 1947 
until his Cincinnati appointment. 








American Pension Conference will 
hear Roger F. Murray, vice-president of 
Bankers Trust Co., New York City, dis- 
cuss the impact of industrial pensions on 
the economy at a May 18 dinner meet- 
ing at New York City. The location of 
the meeting has been changed to the 
Shelton hotel. 





Paul R. Trigg, Jr., Detroit attorney, 
addressed the Detroit Life Insurance & 
Trust Council. Subject: “Probating an 
Insurance Man’s Estate.” 





National Life of Vermont has pub- 
lished a 150-page training manual based 
on the company’s five point program- 
ming procedure. 





_ Pioneer American of Houston has been 
licensed in Wyoming. 


RECORDS 


_ Old Line Life of Milwaukee insurance 
in force at the end of the first quarter 
totaled $132,964,640, a gain of $1,726,954. 
New paid-for was $3,768,223, slightly un- 
der the same period a year ago. A. 3 
and hospital premiums were $336,804, an 
fincrease over the previous year. 

Fidelity Mutual showed an increase of 
20.6% in paid business in April and 13.7% 
for the first four months. 

Farm Bureau Life wrote more than $24 
million in March, up 27%. Highest vol- 
ume came from the Canton, O., region, 
$2,663,819. Buffalo had the highest per- 
centage increase, 81.8%. 
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L SOUNDS LIKE a silly question. 3 
Pensions should start at retirement, 
of course. 
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But shouldn’t they also start with 
total disability? A man needs a 
pension then, too. 
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Plenty of buyers seem to think so. 
That’s why we offer the old-fashioned 
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$10-per-month-per-$1,000 Disability . 
Income clause with only a 4-month ‘ 
waiting period in our Retirement 


Income plans— par and non-par. 


These retirement plans are also 
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available with Family Income to the 328 
selected age of the beneficiary so secession 
that she, too, can have a pension! RAO 
% 
*. 
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INSURANCE COMPANY of CALIFORNIA > 
V. H. JENKINS, Senior Vice President 
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“WE PAY AGENTS LIFETIME RENEWALS...THEY LAST AS LONG AS YOU DO” 
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Life - Health - Accident - 
Hospitalization Insurance 
are all necessary 


THE UNITED SELLS THIS COMBINATION 


For particulars write to WM. D. HALLER, 
Vice President and Agency Manager 


UNITED | 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


@ 
Concord, New Hampshire 
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Baldwin Named to Head A&H 
Committee of L.LA.M.A. 


Lyman C. Baldwin, agency vice-presi- 
dent of Security Life & Accident, was 
elected chairman of 
the Life Agency 
Management Assn. 


A. & H. commit- 
tee at its first 
spring conference 


at Chicago. He 
succeeds John W. 
Sayler, Business 
Men’s_ Assurance. 
Mr. Baldwin was 
elected by the com- 
mittee, which re- 
cently assume 

responsibility for 
electing its own 
representatives 
from among A. & H. writing member 
companies, subject to approval by the 
president of the association. Previously 
appointments to this committee were 
made by the president. . 

The committee set its 1951 spring 
conference for April 9-10, at the Drake 
Hotel, Chicago. 

Committee members elected for a 
one-year term include, in addition to 
Mr. Baldwin: C. G. Ashbrook, North 
American Life; E. R. Hodgkins, Paul 
Revere Life, and D. E. Kilgour, Great- 
West Life; two-years J. F. Johns, Re- 
liance Life; R. C. Laub, Monarch Life; 
D. C. MacEwen, Occidental Life, and 
Frank Vesser, General American; three- 
years, Irving Morgan, Northern Life; 
James E. Powell, Provident Life & 
_Accident; James E. Scholefield, North 





L. C. Baldwin 


American Life & Casualty, and 
Laurence B. Soper, Connecticut Gen- 
eral. 





O’Connor Hartford Speaker 


This country is moving toward social- 
ism at an increasing rate because of the 
expansion of social insurance, Hartford 
A. & H. Underwriters Assn. was told by 
E. H. O’Connor, Insurance Economics 
Society. One way to stop that trend, 
he said, is to have the social security act 
examined from top to bottom by those 
not directly connected with the social 
security board. 


New Officers at Columbus 


W. P. Rapier, Jr., of Business Men’s 
Assurance, Lancaster will be installed 
as president of Columbus Assn. of 
A. & H. Underwriters at a picnic in 
June. Alex L. Gleckler, Monarch Life 
is vice-president, and U. E. Penwell, 
American Service Bureau, secretary. 


Olson Milwaukee Speaker 


MILWAUKEE — Maurice B. Olson, 
Continental Casualty, an association di- 
rector, spoke on “You Gotta Make ’Em 


INCREASE YOUR INCOME— 


You make more money selling when you represent 
a society that has a complete line of modern life 


insurance contracts. 
Life insurance centracts that: provide PROTEC- 
TION to take care of every wre for the 


ass = R - 
EDUCATION of children—MORTGAGE payment— 
soca protection—SALARY 

es. 





replacement, help 


te based en the latest and most 


Rates 
mortality table and 2%% interest 


modern C.8. 
@ssumption. 


For tnformation write to 
* gman sate Sa Mae 
EQUITABLE RESERVE ASSOCIATION 
Life Insurance for Men, Women and Children 
Neenah, Wisconsin 








THE WOMAN’S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Agnes E. Koob Dorothy H. Needham 
Supreme President Supreme Secretary 
Port Huron, Michigan 














Sick,” at the May meeting of Milwaukee 
A. & H. Underwriters. President Ervin 
L. Jung, Old Line Life, announced that 
the June meeting will be a social event 
following the annual election. A num- 
ber of Milwaukee members plan to at- 
tend the silver anniversary dinner of the 
Chicago association May 16, and a tes- 
timonial dinner for Charles B. Stumpf, 
International president, to be given by 
his home association at Madison, Wis. 


Set N. Y. Club Outing 


A. & H. Club of New York will hold 
its annual outing May 17 at the En- 
gineers Club, Roslyn, L. I. There will 
be a baseball game between uptown and 
downtown members and a dinner where 
President C. Michael Cronin, Travelers, 
will award trophies to contest winners. 


N. D. Men Hear O’Connor 


E. H. O’Connor, Insurance Econom- 
ics Society, addressed the annual sales 
congress of North Dakota A. & H. 
Assn. at Bismarck, May 9. 











San Antonio Assn. of A. & H. Under- 
writers viewed the film “For Some 
Must Watch.” 

The Disability Unemployment In- 
surance commission of Ohio will hold 
its fifth public hearing at Cincinnati 
May 22. Previous sesions have been 
held at Columbus and Cleveland. 

H. & Underwriters Conference 
gave a cocktail party at its headquarters 
office at Chicago to introduce Hugh 
Tollack, new assistant secretary of Na- 
tional Assn. of Insurance Commission- 
ers, to the A. & H. men of that city. 


FRATERNALS 


Krehl Wisconsin President 


The Wisconsin organization of Equit- 
able Reserve at its annual meeting at 
Milwaukee elected Fred C. Krehl, Mil- 
waukee, president; O. W. McCarty, 
Chilton, vice-president, and Rose Voss, 
Oshkosh, secretary. Delegates were 
selected for the national convention at 
Rockford, IIl., in June. t 


Werkmeister Is Reelected 
MILWAUKEE—Otto R. Werk- 


meister, Milwaukee, was reelected state 
president of Modern Woodmen of 
America at a meeting here. McKinley 
Schoenfeld, Beaver Dam, was reelected 
state secretary. Nine delegates were 
elected to the national convention in 
June at Chicago. 














Woman's Benefit Has Ohio Meet 

At the annual convention of the Ohio 
organization of Woman’s Benefit Assn. 
at Columbus, eight delegates were 
named to the annual meeting at Atlantic 
City, June 26. More than 200 attended. 
Banquet speakers were Superintendent 
Robinson of Ohio and Judge James G. 
Garfield of the Ohio supreme court. 
Two national officers were in attend- 
ance, Miss Agnes Kook, supreme presi- 
ident, Port Huron, Mich., and Mrs. Nel- 
lie C. V. Heppert, Akron, supreme 
treasurer. 


W.O.W. Holds District Rally 


Woodmen of the World held its dis- 
trict log rolling convention at Sprin- 





dale, N. C. Dr. Herbert B. Kennedy, 
medical director, was the principal 
speaker. The ladies auxiliary also met 


and following the banquet there was a 
dance. 








Kimberly Cheney, West Hartford at- 
torney, has joined the Glenn B. Dorr 
agency of Northwestern Mutual at 
Hartford where he will assist in estate 
planning and pension research. 


CHICAGO MANAGERS 


Osler Discusses 


Management Trends 


Robert W. Osler, editor of the In- 
surance Salesman, told the Chicago Life 
Managers Assn. that he believes the im- 
portant trends affecting managers are 
these: Greater recognition of field man- 
agement problems; business manage- 
ment as contrasted with sales manage- 
ment will grow in importance; the day 
of the giant agency is almost over, as 
is the day of the “pure” general agency; 
agent “education” has been overempha- 
sized at the expense of sales training; 
growing recognition that scientific elim- 
ination of agents is as important as sci- 
entific selection; development by the 
manager of the “historical viewpoint”; 
and life insurance as the last stronghold 
of democracy. 

Mr. Osler said that perhaps sales 
management should be paramount but 
the fact is that non-sales costs have as- 
sumed increased importance and more 
production may not be the answer. Ex- 
tra business may just mean heavier loss. 

The decline of the giant agency, he 
said, has resulted from the fact that an 
agency can’t run on inspiration alone 
and volume alone is not enough. It has 
to be profitable volume. 

Mr. Osler reiterated a statement he 
made some time ago that the pure gen- 
eral agency is on the way out. He 
pointed out that a life agency has be- 
come a big business operation, that get- 
ting established takes money, and that 
fewer and fewer people have that kind 
of money. 


Must Have Training Too 

As for the need for greater emphasis 
on training, Mr. Osler said that while 
education is important it is of value only 
when tempered with training. 

“We've gone hog-wild on ‘education’, 
largely because, maybe, it’s easier than 
training,” he said. 

To those that doubt the importance 
of getting rid of unprofitable agents, 
Mr. Osler recommended getting the ra- 
tio of annual production per man to 
square footage of office space, and then 
getting the same figure after eliminat- 
ing the three lowest producers and pre- 
tending that three agents producing the 
agency’s average were substituted. The 
difference can be translated into terms 
that show what it means in income to 
the general agent. In some cases the 
difference would not be much but it 
would show up strikingly in the case 
of a general agent who thinks that an 
agent who brings in only $50,000 a year 
isn’t costing him anything. 

As for developing the historical point 
of view, Mr. Osler said that managers 
and general agents must understand 
that they have to buy success on the 
instalment plan, not all in one chunk, 
and to take today’s mistakes in stride. 


Milwaukee Cashiers Elect 


Milwaukee Life Insurance Cashiers 
Assn. has elected Martin Larson, Old 
Line Life, president; Arthur Hale, Pa- 
cific Mutual Life, vice-president; Palma 
Skar, Penn Mutual, secretary, and 
Irene Smith, Central Life of Iowa, treas- 
urer. 

Preceding the dinner meeting, mem- 
bers were guests of Old Line Life on a 
tour of its new home office building. 


Hear N. W. Mutual Officials 


Harold Gardner, educational director 
of Northwestern Life, and William 
Roederer, assistant director of agen- 
cies, addressed Lexington, Ky., man- 
agers. 


Outing Time in Chicago 
The annual meeting and golf outing 
of the Chicago group supervisors will 


be held on June 5. , 
The annual golf party of the Chicago 








agency supervisors is scheduled for 
June 13. 
The annual meeting and golf Outing 


of the Chicago managers is schedule; 
for June 1. 





Cincinnati Management 





Conference to Be June | 


The annual meeting and managemen 
conference of Cincinnati Associated Lij. 
General Agents & Managers will 
held June 1. Speakers include Dr, § 
Rains Wallace, director of research 
L.I.A.M.A., “Selection and Realism”. 
F. A. Rosenfelt, general agent Con. 


necticut Mutual, Toledo, “Our Training , 


Program for Agents”; Richard E. Pifle 
vice-president in charge of agencies Mp. 
tual Benefit Life, “Some Observation; 
on Agency Management.” 

The morning will be devoted to the 
formal program with the afternoon lef 
open for golf and relaxation. The ap. 
nual dinner and election will follow iy 
the evening. W. T. Earls, Connecticy; 
Mutual, president, will preside at th 
dinner. W. R. Dignan, Provident Li: 
& Accident, is in charge of arrang. 
ments. 


Rayburn H. Carrell, California West. 
ern States, spoke on post-selection be. 
fore the Fort Worth managers. 





Buffalo Life Managers Assn. will hea 
a discussion of supervisittg the ney 
agent May 16 at a luncheon. James G 
Anwyl, Phoenix Mutual, will lead the 
discussion. 








U. of Il. Advanced 
Selling Clinic Aug. 22-25 


The third annual advanced underwrit- 
ing clinic of the University of Illinois 
will take place Aug. 22-25 at Urbana 
Principal feature will be a presentation 
by Solomon Huber, general agent oj 
Mutual Benefit Life in New York City, 
and Stuart Monroe, associate general 
agent Huber agency, on their elaborate 
system of estate planning. Dr. R. 1 
Mehr of University of Illinois will be 
the opening speaker. R. W. Ostler, 
Rough Notes Co., will be clinic chair- 


Huber Meeting Program 


The annual meeting of the Solomon 
Huber agency of Mutual Benefit Life in 
New York City will be held June 5. 
The all-day conference, opening with 





breakfast and including lunch, will fea- 
ture talks by Edward L. Reiley, Mutual 
Benefit general agent at Philadelphia, on 
motivation, and by H. G. Kenagy, vice- 
president, on public relations. Mildred 
F, Stone, director of policyholder serv- 
ices, will offer pointers on correspond 
ence. Charles Bacon of Ira Haupt & 
Co., stock brokerage firm, will discuss 
the pros and cons of mutual funds a: 
an investment. Milton Young, New 
York City tax attorney, will discuss 4 
section of the internal revenue code. 
Agency members will participate. 


Kiely to Brooklyn Post 


Phoenix Mutual Life has appointed 
George F. Kiely a 
manager in Brook 
lyn, succeeding 
Charles D. Girdner 
who continues a 
associate manager 
and personal pro- 
ducer. 

Mr. Kiely has 
been with the 
agency since 1940 
except for air force 
service. He became 
a field supervisor 
in 1947 and received 
management traif- 
ing in the New 
York City, Phila- 
delphia, Albany and Boston agencies. 








G. F. Kiely 
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“EYES ON FUTURE” 
Home Life Marks 
90th Anniversary 


NEW YORK—At Home Life’s 90th 
anniversary dinner, President James A. 
Fulton emphasized 
that the company s 





eyes are on the 
future rather than 
the past. 


While Mr. Ful- 
ton said that he was 
proud of the Home 
Life and its long 

istory of service 
he so he didn’t 
think the mere 
passage ol years 1s 
a particularly 


significant fact in 
determining the J. A. Fulton 
company’s accom- 


plishments. Rather he is more concerned 
with what it is currently doing and its 
plans for the future. s ; 
In the last 10 years Mr. Fulton said, 
the company has more than doubled 
its insurance in force, most of its busi- 
ness is transacted by carefully selected 
and highly trained full-time agents and 
it is conducting a continuous program 
of training young men for managerial 
opportunities. Plans call for steady ex- 
pansion of the company’s present pro- 
gram in the ordinary field. The com- 
pany recently took, up group insurance 
and Mr. Fulton said this is proceeding 
satisfactorily. 


Behrns, Gruendel Succeed 
E. C. Fowler at Chicago 


Edgar C. Fowler, whose retirement 
as general agent in Chicago for New 
England Mutual Life on June 1 was re- 
ported in THE NATIONAL UNDERWRITER 





G. H. * Gruendel G. C. Behrns 


for April 14, will be succeeded by 
George C. Behrns, who becomes agency 


, Manager. 


At the same time, the company will 
a fifth Chicago agency, at 
2040 Lincoln Park West, with George 
H. Gruendel as general agent. He has 
been with the Fowler agency since 1942 
but has maintained his office at the 


| Lincoln Park West address for several 


years, 

_ Mr. Behrns joined the Fowler agency 
in 1935, and became agency assistant 
in 1944. He is a director of the Illinois 
Brokers Assn. 


Gruendel M.D.R.T. Member 


Mr. Gruendel entered insurance as a 
broker in 1935, joined the Fowler 
agency in 1942, became a pension trust 
specialist. He is a life and qualifying 
member of the Million Dollar Round 
Table, and past president of the Chi- 
cago C.L.U. 

_ Mr. Fowler started in life insurance 
in 1889 as an office boy for the old 
Hartford Life. He served as its general 
agent in Bridgeport, Conn., supervisor 
of agencies for State Mutual Life and 
hicago general agent for New Eng- 
land Mutual. The agency has nearly 
$100 million in force and was the train- 
ing ground for five of the company’s 
general agents. Mr. Fowler served as 
president of New England Mutual’s 
general agents’ association, Chicago 
ife Underwriters Assn. and chairman 
of the Chicago Life Managers Assn. 


XUM 





OK Advanced Institute 


Life Underwriters Assn. of Los An- 
geles has endorsed the institute of ad- 
vanced underwriting to be given at 
Claremont (Cal.) Men’s College July 
17-28. The association has named a spe- 
cial committee cooperate with the col- 
lege in this project. 

The Institute will cover two weeks 
campus study of the advanced phases 
of life insurance, with seminars and 
guest speakers. A. R. Jaqua of South- 
ern Methodist University will be direc- 
tor. 


L.A. Bar Cooperating 
LOS ANGELES—For the first time 


since Life Underwriters Assn. of Los 
Angeles established its committee on 
relations with attorneys, Los Angeles 


Bar Assn. has reciprocated by naming 
a committee for relations with life 
underwriters. 

The joint committees have held one 
meeting at which the national statement 
of principles adopted by American Bar 
Assn. and the N.A.L.U. two years ago 
was discussed. 

It was brought out that while life 
men in the main are familiar with that 
statement, members of the bar are usu- 
ally without definite knowledge of its 
contents. 


Frank Seitz to Ill. Bankers 


Frank J. Seitz, former president of 
American Home Life of Topeka has 
gone with Illinois Bankers Life as re- 
gional supervisor, with headquarters at 
Topeka. He will supervise Kansas, Mis- 
souri and Colorado. 


Mr. Seitz had been with American 
Home all his business life, 25 years, 


working up from office boy. He resigned 
in March. 


Plans for Small Business 


At the small business conference 
staged by University of San Francisco, 
May 18, a panel discussion on pensions 
and key man insurance will be con- 
ducted by Elwood T. Starbuck, general 
agent of Provident Mutual, moderator; 
Herman Zischke, head of the Herman 
Zischke Organization: James V. Lawry, 
Northwestern Mutual, and Carl L. 
Chittenden, Home Life. 

They will discuss pension planning 
as related to small businesses; insurance 
problems in connection with the death 
of a partner or stockholder; indemnifica- 
tion for loss of key personnel, and the 
application of insurance to effect tax 
savings. 


Offers Program for Women 

The women’s division of Life Under- 
writers Assn. of Los Angeles will spon- 
sor a public relations program for the 
public affairs department of the Ebell 
Club on “Women Can Build Their Own 
Financial Independence. 

Miss Sophia Bliven will talk on “The 
Foundation of Life Insurance” and Miss 
Cora Hartvig on “The Optional Modes 
of Settlement.” George Byrnes will 
cover the “Tax Aspects of Life Insur- 
ance” and President Fred A. McMaster 
of the Los Angeles association will con- 
clude the program. Miss Mary LaBelle 
will be moderator. 





James Brown has been named super- 


visor of the Norman E. Andersen 
agency of Mutual Benefit Life in Chi- 
cago. Mr. Brown has been with Mr. 


Andersen since 1947 when the latter was 
general agent at Peoria. 





@ 

J. L. Morrison, 
who recently join- 
ed the home office 
group staff of 
Provident Life & 
Accident, was for- 
merly home office 
group manager of 
North American 
Life & Casualty. 





C.L.U. Answers Issuued 


The American College of Life Under- 
writers has published a set of composite 
answers for the 1949 C.L.U. examina- 
tions in five parts. Copies may be ob- 
tained for $1 per set from the college at 
3924 Walnut street, Philadelphia 4. 





Oltorf Leads Republic Nat'l. 


Jack G. Oltorf, San Angelo, Tex., and 
R. G. Thomas, Mission, Tex., each pro- 





duced more than $1 million last year to 
top the Leaders Club of Republic Na- 
tional Life. In all 35 agents qualified for 
the club. Seven agents have qualified for 
the National Quality Award and five for 
the Texas Leaders Round Table. 





Opens New Office 

People’s Life of Washington, D. C.,, 
is opening a new district office in Po- 
comoke City, Md. Vincent A. Darby, 
Salisbury, Md., was named manager. 
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Asks Mass Health Insurance Trial 


(CONTINUED FROM PAGE 1) 





that the cost would be prohibitive and 
medical facilities overtaxed. 

Emphasis should be placed on cover- 
ing the entire community. Mr. Dineen 
noted that in New York City the Blue 
Cross Plan is providing hospital bene- 
fits to approximately 4,300,000, more 
than % the population. Blue Shield in 
New York has succeeded in providing 
surgical and medical to approximately 
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1,700,000 persons, a number equal to the 
population of Los Angeles. New York 
City Health Insurance Plan which pro- 
vides almost complete surgical and 
medical has enrolled 230,000 members, 
equal to the population of Omaha, in 
less than four years. These examples 
show that full community coverage on 
a private basis is within the realm of 
practicality. 

Although no action is expected dur- 
ing the present session of Congress, the 
drive for compulsory health insurance 
continues unabated. Mr. Dineen pointed 
out that the Democratic National Com- 
mittee has released a brochure entitled 
“Better Medical Care Than You Can 
Afford,” a sequel to the 1948 brochure 
issued by the Federal Security Agency 
called “The Nation’s Health.” Whether 
or not the question comes up at the 
next session of Congress or thereafter, 
it is destined to be one of the major 
political issues of the times. 

Compulsory federal health insurance 
is described in the 1949 brochure as 
“just one more way of using the insur- 
ance principle—like accident or life in- 
surance.” Mr. Dineen pointed out that 
since money to finance the venture is 
to be raised by taxes and the proceeds 
are to be expended by government, it 
is hardly “insurance” as it is known, 
and is obviously nothing like “private 
enterprise.” 


Where Insurance Has Lagged 


On prior occasions, Mr. Dineen said 
he has insisted that insurance has the 
resources, experience, existing organiza- 
tion and personnel to provide mass med- 
ical, surgical and hospital insurance 
more efficiently and economically than 
government. He mentioned that he has 
pointed out previously that insurance 
has made great strides in providing 
hospital coverage and has made much 
progress in furnishing surgical insur- 
ance. It is in the field of medical in- 
surance where private enterprise has not 
gone ahead as fast as it might. 

The idea of introducing compulsory 
health insurance on a national scale, in 
one step is breath-taking, he said. He 
asked if the consequences of attempt- 
ing to insure 140,000,000 people at one 
time under an untried scheme can easily 
be visualized. In Europe where com- 
pulsory health insurance plans have been 
in use for many years, various systems 
are employed and in Switzerland the 
plans vary from canton to canton. Even 
the British with their population of only 
40,000,000 had a partial system in effect 
for many years before taking the final 
step in 1948. 


Sees No Difficulty 


It should not be difficult, Mr. Dineen 
remarked, to persuade communities to 
experiment with private insurance as 
distinguished with government insur- 
ance. The average American has an 
innate distaste for the injection of poli- 
tics in the field of medicine and knows 
that when half the cost is assessed 
against him and the balance against his 
employer, he ultimately pays the whole 
bill because the employer simply loads 
his share into the price of his product 
and passes it on to the consumer, 

For months there has been a Con- 
gressional investigation in Washington 
in which great effort has been extended 
in attempting to show the vices of pri- 
vate monopoly to the consumer and 
particularly the perils of “bigness.” 
Whatever may be said for the validity 
of these contentions, Mr. Dineen de- 
clared, it is manifest that they would 
also apply to a monopolistic scheme of 
the magnitude envisioned by the pro- 


‘ponents of federal compulsory health 


insurance. The time has arrived, he said, 
for government to practice what it 
preaches, for if monopoly in private 


business is bad, monopoly in govern- 
ment is worse. 
is evil, 


If bigness in business 
bigness in government should 


be equally evil. In any subject as vital 
as health insurance, the public is _en- 
titled to a standard of comparison. Cre- 
ation of a vast federal health insurance 
before private enterprise has had a fair 
chance to prove its mettle in this rela- 
tively new and rapidly developing field 
can scarcely be in the public interest. 


Some Group Life 
Rates Lowered 


(CONTINUED FROM PAGE 1) 








per man per $1,000 up through all the 
ages. A “T’’ minus 2 rate means that 
the monthly premium per man is re- 
duced by 17c at all the ages. The “S” 
rate deviates from the “T” rate to a 
greater degree at the younger ages, the 
difference narrowing until at the higher 
ages there is almost no difference in 
monthly premiums. This “S” rate is 
31.35% less than the “T” rate at age of 
15; 28.62% less at age 20; 26.62% less 
at age 25, and 25.96% less at age 30, for 
example. The difference in monthly pre- 
miums between “T” and “S” rate shades 
from 15c at age 15 to 5c at age 65. 

Crossing over into the minus column 
on the “T”’ rate scale is a variant of the 
practice of plussing rates for extra haz- 
ardous risks. For example, it was cus- 
tomary some years ago to rate such 
hazardous groups as coal miners at “T” 
plus 5, which was based on the same 
size formula and represented an addi- 
tional 45 cents per $1,000 per month for 
each man. 

Variance in the rates: between New 
York entered companies and non-New 
York life insurers has produced some 
amazing results recently. On one quota- 
tion outside of New York, for exam- 
ple, a New York entered company 
quoted its own casualty rates on a group 
case and then brought in a non-New 
York insurer to quote a downward devi- 
ation on the life rates. The life in- 
surer proposed to cede reinsurance on 
some of the casualty coverage and the 
casualty writer to reinsure a sizable por- 
tion of the life coverage, so that the 
cover would be split up evenly between 
the two insurers. 

A recently enacted bill in New York 
state effects some reduction in group life 
minimum rates there by allowing a 
changeover from the American Men at 
344% to the C.S.O. at 3%. The new 
formula for the establishment of the 
minimum has not yet been promulgated 
by the department. This new formula 
has no effect on the state law which 
permits group companies to charge more 
than the “T” rate but not less. 

The minimum premium rate law was 
passed originally in New York in 1926 
at a time when gradual rate reductions 
and hot competition threatened trouble. 
The law was designed to keep competi- 
tive bidding from driving the rates be- 
low an adequate level. Since passage of 
the.law, premiums have been calculated 
on the American Men table. 

Most companies will guarantee the 
“T” or gross premium rates for one 
year. The “T” rate is the minimum 
basis for calculating first year prem- 
iums only. Thereafter the company may 
either increase or decrease the rate 
structure at will. 

Apparently the current deviations 
from the standard New York rates were 
put into effect to anticipate promulga- 
tion of the lower C.S.O. rates by the 
New York department. The deviations 
are probably somewhat lower than the 
new New York formula will allow. 
There are indications that some of the 
non-New York companies will take 
pains to stay below the New York rate 
floor whatever it may be. In general 
they are among the keenest competi- 
tors on the group casualty coverages. 


Seeks to Raise $200,000 

Coastal States Life of Atlanta is offer- 
ing 5,000 shares of $10 par value stock 
to present stockholders at $40 per share. 


How Huber Agency 
Uses Client Book 


(CONTINUED FROM PAGE 9) 


a return not reportable currently {o 
tax purposes. 

The client may again be asked for re. 
ferred leads. Their names are placed on 
the mailing list for the agency’s own 
estate counselling direct mail letter 
Several blank forms are left with the 
client to be filled in and he later mails 
them to the agent. 

The procedure at subsequent annual 
reviews varies, depending on what turns 
up at the interview. For example, jt 
may happen that one of the children has 
become disabled and the policy settle. | 
ment options and other components of | 
the estate may have to be rearranged to 
provide for her entire life instead of 
until maturity or marriage. 


Review Check-List 


An annual review check-list has been 
prepared. After the client is told that 
widely separated events may have af. 
fected his estate he is asked to review 
the check-list. The agent calls in person 
at an arranged time and takes what. 
ever action seems necessary based upo 
the answers. The client is asked to an 
swer yes or no to these check-list ques. 
tions, which reveal valuable information 
for keeping the estate in proper order, 


My son (daughter) is completing eo. 
lege this year. My grandson (grand. 
daughter) is completing college this 
year. My son (daughter) is entering 
college this year. My grandson (grand. 
daughter) is entering college this year 
My son (daughter) is entering a pro- 
fessional school this year. My grandson 
(granddaughter) is entering profes. 
sional school this year. My son (daugh- 
ter) is entering my firm this year (or 
beginning a career). My grandson 
(granddaughter) is entering my firm 
this year (or beginning a career). My 
son (daughter) is to be married this 
year (has- married). My ~— grandson 
(granddaughter) is to be married this 
year (has married). I expect a grand- 
child this year became a grand- 
father this year. I expect a child this 
year... became a father again. 

Since my last review: A member of 
my family has become disabled. A men- 
ber of my family has passed away, 
A member of my firm has become dis- 
abled. A member of my firm has passed 
away. I have purchased a home. | 
have sold my home. I have paid up the 
mortgage on my home. I have entered 
a new _ business’ enterprise. I have 
changed the nature of my _ business. 
Taken on a new associate. Dropped an 
associate. Incorporated my _ business, 
Made a partnership of my corporation. 
Made a sole proprietorship of my cor- 
poration. Purchased additional securi- 
ties. Purchased additional government 
bonds. Started savings accounts in my 
own name. Started savings accounts in 
joint names payable to a_ beneficiary. 
A business associate has become dis- 
abled. My income has decreased. My in- 
come has increased. Replaced my ac- 
countant. Replaced my attorney. 
Changed my banking connection. Rented 
(or changed) my _ safety deposit box. 
Acquired additional personal assets or 
business properties. Inherited assets or 
income or received other gifts. Changed 
by mind about retaining term policies 
or riders in their present form. Matured V 
or paid up one or more policies. Con- 
sidered changing my dividend plan 
Adopted (or pe i a this) a child 
Acquired social security coverage. Lost 
my social security coverage. Disposed 
of assets. Suffered a loss in security 
values. The minimum income I have sé 
for my family are adequate under to 
day’s conditions. My set retirement in- 
come is sufficient for my wife and mé 
The age I have set for my retirement 
is satisfactory. I have listed all of my 
assets in my property book. I have re 
viewed my property book with my prit- 
cipal beneficiary. My principal bene 
ag a knows where my property book 
is kep 








Farm Bureau Hires Public 
Relations Director 


The Farm Bureau companies of Ohio 
have named David Marshall director 
of public information. Mr. Marshall 
has been assistant to the executive 
vice-president of the Gardner Adver- 
tising Co. New York City, and priot 
to that had further experience in pub- 
lic relations and newspaper writing. He 
is a veteran of the Canadian air force. 

































‘How to make friends 
by insuring people 





























No need to write a book with that title. There’s no 
“how” to it. 
It’s automatic for friendship to begin with a 
signature on an Equitable Life insurance policy. 
And as the years go by...as one man gets his 
home mortgage paid off...as another retires to 
take life easy...as a third sees his son graduate 
from college with honors—the feeling of friendli- 
ness for the man who was responsible for it all is 
doubled—and redoubled. 
That is why it is such a privilege to be a life 
insurance agent—particularly with an institution 
like The Equitable Life Assurance Society. What 
other man does more for his friends and neigh- 
bors? What other man performs a more important 
service to the community as a whole? 


* * * 


Listen to ‘‘THIS IS YOUR FBI”... official crime-prevention 


broadcasts from the files of the Federal Bureau of Investiga- 





tion...another public-service contribution sponsored in his 
community by The Equitable Society Representative. 


EVERY FRIDAY NIGHT—ABC NETWORK 


THE EQUITABLE 


LIFE ASSURANCE 


SOCIETY 


OF THE UNITED STATES 


THOMAS |. PARKINSON, President 
393 Seventh Avenue, New York |, N. Y. 


One of a series of advertisements illustrating how a representative 
of The Equitable Life Assurance Society serves his community by 


selling life insurance. 





Sometimes you catch a glimpse 
of more tham the town from 


Lookout 


jpn MAN and his grandson came into the 
clearing. ‘“This is Lookout Point,” the 
man said. “‘I like to sit here and look down 
there at our town.” 


“It’s a swell place,” the boy said. 


They sat on a flat stone ledge, many 
years weathered. Below them the town 
spread out in its irregularity like the hub 
and broken spokes of an old wheel. 


As they ate their lunch, the man pointed 
out some of the landmarks. ‘‘You can see 
the Rogers factory over there to the east. 
See it?” 

The boy nodded and his grandfather 
continued. ‘“That’s been very important 
to our town and, you might say, I’m sort 
of responsible for the factory being there.” 


““How’s that?”’ 


‘‘Well, there were two partners started 
the plant. They had a tough time of it. 
I was getting started as a New York Life 
agent. One day I got them to take out 
some insurance so, in case one of them 
died, the other wouldn’t lose the business. 
Some years later one partner did die— 
but the business kept going.” 


“It’s sure a big factory,” the boy said. 
‘What is that big chimney over there?” 


“Part of the Bronson Nurseries. There’s 


quite a story about that nursery. I’ll tell 
you about it another time.”’ He could have 
gone on by the hour, telling how he had 
insured Mr. Bronson, whose widow used 
part of the insurance money to start a 
little flower shop which had grown into a 
very successful nursery. Or he could have 
told about how Sam Dunbar had bor- 
rowed on his endowment policy to help 
get his gasoline station started. 

He could have, but he remembered that 
boys like to hike more than they like to 
listen. 

The youngster was looking intently at 
his grandfather. ‘“‘You sure like that town, 
don’t you?” 

“Yes, I do. I’ve been part of it for a 
good many years.’’ He took a last glance 
over the countryside. ““Maybe an impor- 
tant part of it.’”” He cleared his throat. 
“Come on, Son, we’d better get started 
for home.” 

They left Lookout Point behind them 
and headed down the winding trail. 
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